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—New York World. 


“Who told you there were no Americans 


in France, Papa ?”’ 
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“Educating” the boy as to the usefulness of the bicycle by means of the window display. The small card in front 
offers a spotlight free with each wheel 


Getting the Boy to Your Sporting 
Goods Department 


By MABEL HENNESSY 


HE average hardware store has a decidedly 
i up-hill job in building up a comprehensive 

and profitable sporting goods department 
in a town boasting of a strictly sporting goods 
house. 

The advantage in favor of the hardware store 
is that you can catch the customer who is not ex- 
pecting to buy anything but a hammer by arrang- 
ing a display of tennis rackets, nets, etc., so irre- 
sistibly that he leaves the order for tennis equip- 
ment. By the way, it should not be “he’—for with 


us about 70 per cent of tennis goods is sold to girls ’ 


and women. But imagine what could be done with 
fishing tackle, hunting needs and such lines that are 
dear to the average man’s heart. 

Our problem is to have a large stock of sporting 
goods—not heavy in quantity, but wide in selec- 
tions. Two years ago such items as exerciser., 
dumbbells and punching bags were rarely called for, 
but were purchased by a buyer with experience 
derived from working in a strictly sporting goods 
house. He bought just as heavily of these lines as 
of popular merchandise selling daily. As a result 
the turnover was in many instances less than once 
a year, while popular goods would be run up to 
twelve. There is great danger of this, as your 
stocks cannot be kept new and attractive if you 


add to it five or six dozen items every month of a 
kind of goods for which there would not be over 
twelve sales a year. 

In the past twelve or fourteen months we have 
increased the business in this department two hun- 
dred per cent. 


WE found from a close check that we could sell 
gym suits, athletic shoes, manual training 
equipment, in large quantities with but very little 
advertising. At the correct season of the first year 
we sold all we had, and were compelled to “pick 
up” others from a jobber. Locks, pocket knives, 
drinking cups, lunch boxes sold readily by display- 
ing on tops of counters. 

In the basketball and baseball seasons we make 
a direct appeal to school boys and girls, informing 
them that we carry just what they are in need of. 

Our first drive is made in early September, at 
the opening of school. We make up a dodger show- 
ing cuts, descriptions and prices of such things that 
will be attractive to the pupils. These are distrib- 
uted to various schools at the closing hour, and a 
mention that desirable “school needs” can be found 
at our stores, as advertised in the newspapers, al- 
ways brings in big results. 

These boys come back, sometimes for sporting 








How the Bunting Hardware Co. Made a Success of Sporting Goods 


Stock not heavy in quantity but wide in selection. 
Buying goods that turnover 12 times a year. 
Keeping check on popular goods that sell readily. 
Appealing direct to school boys and girls. 
Reaching the parents through the children. 

Free use of dodgers and advertising matter. 
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Splendid peep to Buy Electric Fan 
= ; $10.00 Values for $7.98 


When It’s Hot 
FEEL COOL 


We have one hundred 9-inch Fans that we are going to sel] at this 
price—standard make—all new, high grade merchandise. This Fan 
comes complete with cord and plug; priced today 


and tomorrow 
Bathing Suits! 


During the extremely hot weather one 
wishes to indulge in the water sport. You will 
enjoy yourself to the utmost if you own one of 
our popular l-piece Bathing Suits. 

We also have an attractive assortment of 
Women’s Suits.~ Priced from $1.75 to $7.50. 
An extraordinary value will be had Fri- 
day and Saturday in Men's Suits—1-piece 
jersey; all sizes and wide assortment of 


colors. The new chest stripe is $4 49 

included in this lot. Special value. r) 

Caps, 25c to 90c. Wings, 35c¢ to 50c. 
Bags, 60c. 





Extra strong, stripe designs 
with pillow and heavy fringe 
valance. 

Especially adapted to out- § 
ings. Various attractive col- 
ors. Priced from $2.00 to 
$6.00. 


Vacuum Bottles 


outing enthusiast or anto- 


FLAGS priced 2 for 5c to 30c each. 


TENNIS 
wo recreation like a good brisk 
game of tennis. We have a com- 
- plete line of racquets—priced $9 
from 50c to . 


Tennis—Balls, Suits, Racquet Bags 


and Carafes is a 
tractive and ‘comple e 
Priced $2.00 up. 
4 Lunch Kits, equipped 
with Vacuum Bottle, 
$3.25 up. 


Garden Hose 


Excellent quality Garden Hose—durable 
and will stand up under hard usage. 50 
feet of % inch 5 ply hose, 

with nozzle 


Rabstinsrehone 


Now is the time to purchase a good Refrigetator—it is the height of the 
eeason. Next season the prices will be much in advance of what they 
age to. day. Ask for catalogue and booklets. 


nde 


tf WALNUT ST, 
This Store Remains Open Saturday Nights Until 9:00. 











Combining hot weather and outdoor goods in a single ad 


goods, but often for other lines. Their fathers and 
mothers also come in for goods the boys saw dis- 
played in our window or in the store. 

The big bicycle week which was advertised uni- 
versally over the entire United States did much to 
increase the demand for wheels. Our linking up 
with this advertising benefited us greatly. Ordi- 
narily our biggest sales occur in holiday season, 
but this year we are beating all records. 

Just before the close of school we distributed 
dodgers to boys in the lower grades only calling 
attention to special values in small-boy baseball 
equipment; also that a spotlight would be given 
free with each bicycle purchase the following week. 

Our entire sporting goods window was devoted to 
attracting the boy to our bicycles and educating him 
as to how the ownership of one would make him 
self-supporting. 


E also advertised “Ride While You Pay.” We 
lost only one bicycle by allowing boys to buy 
on the partial payment plan. Of course, we demand 
that some responsible person sign up for an appli- 
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cant. That only causes the boy to respect his obli- 
gation to pay, and eliminates most of the risk for 
us. 

We credit the advancement of this department to 
the fact that boys are recognizing that we sell only 
dependable merchandise; that we always have the 
best at the right prices, and we make it easy for 
them to own these desirable articles. We encourage 
boy teams to make our store their headquarters, 
always making special prices when purchased in 
team lots. 

When new and attractive lines are added that 
would help or aid in athletic work we get in touch 
with instructors at different schools, advising them 
by letter or ’phone when an article will be placed 
on display. 

Get the boy, 
brother. 

Right now we have service flags, our own and 
allied flags, for sale; also comforts. for boys in 
service. Recently we added a short line of ladies’ 
sweater sport coats. This was an experiment, but 
we sell more bathing suits to the fair ones than we 
do of others, so are certain these will sell readily. 

Friday and Saturday, at seasonable times during 
the year, we incorporate in our daily ads something 
from this department in the way of special prices, 
new merchandise, or merit of some particular brand. 
We find that the week end, or the day immediately 
preceding a holiday, are the psychological days to 
“pull off” a successful sporting goods sale. 


and you will have father and big 





Equipment for 
High School Boys 


Athletic Outfitting Department 


Gymnasium and Track Suits 


Light-weight sleeveless shirt made from se- 
lected sea island cotton; woven especially for 
athletic purposes. 


Track Pants made with full shaped 
.| hips, short legs and button front. 


Price for complete suit— 
_| both shirt and pants $1.00 





Bike Jock Strap 
Sanitary, pdrous, all el ic, 
rr 


Athletic Shoes 


For tennis, basket ball or general ath- 
letic wear. ‘hese are the best in a 
light weight, neat appearing, durable 
shoe for any indoor or outdoor sport. 
Made with white canvas uppers, best 
quality white rubber soles and leather 


mriced thems 91.00 


Padlocks for Lockers 


Good, reliable padlocks for 
the school and gymnasium 
lockers. Get a good lock to 
commence the season; one to 


be depended upon. Priced 


25c, 50c, 75c and $1. 


Todls for Boys in Manual Training 
Classes 
The boys who equip themselves with proper, high grade 
tools will get the most out of their instructions, and at the 
same time get the most results from their labor. Our line 
is guaranteed to give absolute satisfaction. 20 
Slip Sharp Stones, price - - - - - c 


a erwduale 
GIO-/2-14 WALNUT ST. 
KANSAS CITY, MO. 








Appealing to the sport-loving youngste? 





Little Hardware Shopping Adventures 


By FRANK FARRINGTON 


Seeing About a Saw 


HEARD a great pounding in the garage and went 
| in to see what was going on. The small boy of 
the family was at the work bench. 

“What’s going on here?” I asked. 

“Making a boat,” was the reply. ‘Can’t you help 
me? I want to cut off these pieces for the bottom.” 

The work had not progressed far enough so that 
it was very plain just what kind of a boat it was 
to be, but as long as the boy knew, that was enough, 
I suppose. I took the pieces he wanted cut and ex- 
perimented with a knife and with everything else 
available, but plainly the job called for a saw, and 
a saw was just what we did not have. I put the 
boy off and told him I would bring home a saw at 
night and we would finish the boat. 

A little persuasion carried the day and when I 
went downtown it was with the thought in mind 
that I must buy a saw that day, whether I did any- 
thing else or not. You know how it is when you 
make a promise to one of these little folks. You 
might break a promise to the bank, but not to the 
kiddies. 

I went into a hardware store right where I got off 
from the car. I say I went in. In reality I sort of 
fell in, because they had one of those spring screen 
doors with a spring so stiff that it was all I could 
do to pull it open far enough to get through, and 
then the thing turned and shoved me on in with a 
force that nearly projected me into the arms of a 
woman about to make a try at getting out. I be- 
lieve there is such a thing as too much spring on 
a screen door. 

A young woman stood behind the counter. That 
appealed to me because I thought, “Here is a store 
that has sent its men to war and replaced them 
with girls.” 

“Good morning,” I said. 
saws?” 

“There'll be a salesman here in a minute,” said 
the lady haughtily. I saw that I had made a mistake 


“Can you show me some 


about the patriotism of the store and that I had 
unwittingly insulted the cashier or the manager’s 
wife or something. I apologized and sat down on 
a stool and tried to see saws somewhere around the 
room. After waiting ten minutes, and you know 
that seems like half an hour under such circum- 
stances, I did catch sight of some saws and I went 
over to look at them. 


UT of the corner of my eye I could see that the 

lady on the watch was taking no chances, but 
followed me with her keen glance. I didn’t dare 
touch the saws when I got to them. I wished for 
a side door near the saw case. I did not wish in 
vain, for I discovered one opening on a side street, 
and without waiting to ask permission, I escaped. 

It was with a sigh of relief that I left the vicinity 
of that store. I felt no inclination to return, even 
when I looked back and noticed that one window 
contained a very elaborate display of saws. 

I knew where there was another hardware store, 
and I made for it. I smiled to myself when I 
reached it and saw in the window a sign, ‘‘Every- 
thing in Saws.” A benevolent appearing old gen- 
tleman with spectacles was seated just back of the 
window in a chair which bore the marks of age and 
the whittler’s knife. When I entered he leaned for- 
ward in his chair in an interested way and bade me 
good morning. I good-morninged back, and asked 
to see some saws. 

“Yes, sir; what kind of a saw?” he asked, arising 
and standing there as if awaiting explicit informa- 
tion. 

“Well, I don’t know just what kind of a saw you’d 
call it, but I guess a kind of family saw; something 
to use around the place when you want to saw some- 
thing.” 

He started back through the store, saying, ‘I’m 
afraid we haven’t got just the saw you want. Could 
you use a mitre-box saw?” 


Display of saws which suggests a complete and varied stock. In the foreground a miniature battleship has been 
contrived by the utilization of a band saw 
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Saw window by Hoff & Bro., Reading, Pa. 


This picture was taken at night, but every object is plainly revealed 


by the good lighting above 


I didn’t know anything about that and I told him 
so. He showed me one of them and I saw that it 
wouldn’t do for my purpose. He showed me big 
saws, rip saws, buck saws, hack saws, meat saws, 
little saws, saws five feet or so in length. He 
seemed to be trying to live up to the sign that said 
everything in saws, but he couldn’t produce a saw 
that fitted my need. He was all out of common, 
ordinary, plain saws, such as a man would want in 
helping the kiddie build a boat. I tried to get away 
quickly when I discovered this fact, but in spite of 
anything I could do, it took me a quarter of an hour 
to complete my visit. 

The man didn’t try to sell me any of his specialty 
saws, but he insisted upon showing them. I have 
come to the conclusion since that, although he was 
kind of a fussy old fogy, still he may have had some 
method in his operations, because I haven’t been able 
to get his collection of saws out of my mind, and 
I have to admit that if I wanted any kind of a freak 
saw I would probably go right back there for it— 
but if I wanted a common saw, just the ordinary 
family variety, I would go elsewhere. That store 
and the man in it lacked in salesmanship and it 
lacked in pep, and it was fatally short in stock, but 
it did have something. It had the determination to 
show what it had and to impress it upon the visitor’s 
mind. 


WAS still sawless and I couldn’t spend the whole 
forenoon making friendly or unfriendly visits at 
hardware stores. I gave it up until after luncheon. 
When I went down in the elevator at lunch time I 
asked the elevator boy if he knew of a good hard- 
ware store nearby besides the ones I had called on. 
“Sure,” he said. “There’s Ogilvie’s Hardware, cor- 
ner Third and Spring.” I had forgotten Ogilvie’s 
and I hastened that way after lunch. 

From half a block away I could see the sign, 
“OGILVIE’S,” and right below the name was the 
word “Tools” in smaller letters. That was what I 
was after. A saw is a tool. 


Ogilvie’s is such a big, busy place that I didn’t 
expect to get very careful attention, but I guess 
there is some reason for its being big and busy. 

Here again I was met by a girl, but this time it 
was not one of the haughty kind. She was short 
and freckled and homely, but she was businesslike, 
and she was there to wait on customers, not merely 
for them to look at while they waited. I told her 
I wanted to get a common handsaw, just one to use 
around the house for odd jobs. She smiled as she 
led me away, and I went on to say that I was going 
to help the kiddie build a boat. 

“We've got just the kind of a saw you want. I 
know, because we fuss with such things up at my 
house, and father is always tinkering in the barn.” 

I knew I had come to the right place and found 
the right clerk, because that “tinkering in the barn” 
described the kind of operations for which you need 
such a saw as I wanted. They had more space de- 
voted to saws than any of the other stores, and they 
had something I don’t believe you ever saw in any 
other hardware store. They had a work bench and 
some odd pieces of lumber, and she gave me a chance 
to try the saw she showed me. What do you think 
of that? She not only told me the saw was what 
I wanted, she gave me the evidence of my own 
experience with it. As soon as I saw that work 
bench I was sold on that store’s methods. I asked 
about it. 

“Yes,” she said, “that bench is arranged just so 
people can try the tools. If you want to drive a 
nail. with a hammer to see how it hangs, or if you 
want to try out a plane, or anything else, you can 
do it right here. You don’t have to take tools home 
and use them before you know whether they are 
what you want or not. It’s an idea of Mr. Ogilvie’s. 
He’s a wonderful man about managing a store. He’s 
just full of ideas like that. Of course, we sell those 
work benches, and it gives us a chance to demon- 
strate the benches as well as the tools. You see, 
that bench comes knocked down. We have them in 
six different lengths, and we can even make one 
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Hardware Age 


In this window the mast conspicuous card made clever use of the fact that the saws on display are appearing 
in a current vaudeville act 


into a special length where a man has a space just 
so long where he wants to use one. What kind of a 
bench do you have?” 


HAD to admit that our work bench was just an 

old kitchen table. 

“Do you mind my saying,” she asked, “that I 
believe it would be worth many times the price of 
the bench for you to have one of these and a few 
good tools so your boy will learn how to use them 
right and how to take care of them? Every boy 
ought to know how to handle common tools, and it 
ought to be a part of his education to learn to take 
care of his things. You see, there is a rack goes 
right back of the bench, and it’s a part of it, and 
that gives a place to put everything you use regu- 
larly, and there’s a drawer underneath for many 
things.” 


But why go on? I wanted my boy to be handy 


qnls WAY OU> 








with tools. I wanted him to learn to put things 
back where he found them. I wanted him to learn 
the rule of a place for everything and everything 
in its place. I ordered one of those benches, and 
made my plans to give the boy new tools, one at a 
time, on a basis of rewards of merit, birthday pres- 
ents, etc. 
_ If I were to tell my wife about the girl selling 
me the bench, she would insist that the girl was 
pretty and had hypnotized me. I know that she 
was terribly homely, but terribly efficient, and if 
she hypnotized me it was the hypnotism of good 
salesmanship rather than superior will power. 
Anyway, we now have a good work bench, and 
everything has to be kept shipshape or I insist upon 
knowing the reason why. And I go back to Ogil- 
vie’s when I want more tools, and incidentally, | 
am quite likely to go back there when I want any- 
thing in the hardware line. 





Show Case Brown 


Every-Day Experiences of a Dealer Who Believes in Displaying Every 
Item in His Store 
By W. T. HORNIDGE 


own request. He should be awarded the de- 

gree of M. M., Master of Merchandising. He 
is manager of a hardware and tool department for 
an automobile supply store in the big city of New 
York. In a short time he has built up a big busi- 
ness in hardware and tools on sound merchandising 
lines. 

Brown has had eighteen years’ experience in 
hardware. He has sold cheap hardware, quality 
hardware and all the grades of hardware and tools 
between summer heat and freezing. He has been 
clerk, manager and proprietor. He has enthusiasm, 
shrewd business instinct, dealer foresight and the 
ability to view his own store as a stranger would, 
which is a valuable quality. And he has studied his 


H: name in this story shall be Brown, by his 


Palace Hardware Co., San Francisco, a store which utilizes the glass wall case idea. 


aim at quick turn-overs of stock, which add on an- 
other profit over the old way of doing business. I 
have made good on those lines, and it has been a 
simple matter.” 

The store was doing a brisk business. Several 
customers were buying and it was noticed that they 
bought quickly. There was none of the usual wait- 
ing around. They were served with surprising 
speed. There was a subdued hum of business ef- 
ficiency that bespoke well for the management. 
There was no wasted motion. Each department of 
the stock carried was effectually departmentized by 
setting it just a little apart from its neighbors on 
either side. 

“You want to know about my way of selling hard- 
ware?” said Brown. “Those glass wall cases answer 


“We aim at all times 


to keep our store as attractive as possible,” says President J. C. Doherty 


He has ideas and he has made them prac- 
tically profitable. He has been given a free rein, 
and has produced results. His department has 
more than made good from the beginning. 


business. 


Well Founded Determinations 


66 HEN I started in,” he said, “I made up my 

mind to stock only quality hardware. The 
other kind I had handled downtown, and my ex- 
perience has taught me that the real lasting trade 
is built on a quality foundation, and that is truer 
of the hardware business than almost any other 
line. 

“Also I was determined to show my stock to better 
advantage, to make it advertise and sell itself, and 
in doing this to save time which is one profit, to 
give better service which is another profit, and to 


the question and they have been my biggest profit 


makers. Look around at them.” 

Practically every inch of wall space in this hard- 
ware store is covered with glass cases. Some are 
single cases, others double. The glass enclosure on 
the single case is about 4 x 6 ft. All have sliding 
glass doors. Underneath the cases are narrow 
shelves carrying the extra stock of the goods shown 
above. There are no counters in front of the cases. 


Each Case a Department 


peace glass case is a separate department. In 
each a full line of a particular tool is shown, 
all the sizes and about three or four tools of each 
size, hung on special brackets. At the side of each 
size is the price plainly marked. The tools are 
graded according to size similar to a sample display 
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Display counters in the Palace hardware store that prevent the fading of that buying impulse. 
It contains 700 bins full of small items. 


is 3% ft. wide by 40 ft. long. 


the customer to see and handle the goods at his pleasure. 
Doherty of this counter 


board, but there are several of each size on its par- 
ticular bracket. The name of the tool manufacturer 
is shown in gold letters'on a black sign above each 
case. You simply walked up to any case specified 
and looked. 

“A single case cost me $22,” said Brown, “and I 
got ’em cheap at that. The double ones and those 
somewhat: larger cost $84. They pay for them- 
selves in short order. 

“Seeing is selling now in the retail business. I 
have studied the matter carefully, and I find people 
buy what they see, and buy quicker and oftener. 
With these cases I have made it possible to see 
nearly every article of our stock. Put it this way. 
A man comes in and wants a tool of a certain sort, 
a wrench, say. He walks over to the case where 
they are shown and sees every size of the particular 
kind of wrench he wants. He sees just the size he 
wants, and at the same time he sees the price. If he 
is a stickler for a certain make of wrench, he sees 
the manufacturer’s name over the case. 

“TI slide back the glass door and he picks out the 
one he wants. The door slides back again and auto- 
matically locks. It is a quick sale; no lost motion, 
and it gives me a chance to interest him in some- 
thing else. If he is a mechanic, perhaps I can sell 
him another tool; if he is a chauffeur or a car 
owner, I can show him some of our small cans of 
enamels for touching up seratches and marks on his 
cars, or interest him in a baked enamel for paint- 
ing his engine. People who get what they want 
quickly in a store are generally good humored and 
disposed to linger. Then you can get in your selling 
talk.” 

Opens an Approach 


ReOwN with his clear-headed method of getting 
at things had struck the home truth. A quick 
sale is not only a time saver and a profit maker, but 
it opens an approach for a “follow up” sale. As 
Brown added, “A clerk can sell twenty dollars worth 
of goods in twenty minutes with these cases, when 
it would take him twenty days by the old method, 
when goods were hidden under counters, heaped to- 


‘ to be told, “In a minute.” 





Hardware Age 





Each counter 
Each bin contains a price card, enabling 
“It’s the best salesman we have,” says President 


gether in bins or huddled on the old fashioned 
shelving.” 

Of course this statement is somewhat exagger- 
ated, but underlying it is scientific merchandising. 
“Seeing is selling’ could be tacked on every hard- 
ware dealer’s desk with profit to himself and his 
business. 

Follow the course of the customer who enters a 
store of the “goods concealed” type. He approaches 
in many instances a battered, scarred counter. 
Often customers are waiting. Clerks are running 
back and forth behind counters, climbing ladders, 
bringing down the wrong articles, or the wrong 
sizes. The prospective buyer who entered that store 
with a strong buying impulse: has to wait for a 
chance to interject a question on a harassed clerk 
The buying impulse is 
tinged with a slight resentment, the first wrong 
step. In too many hardware stores prospective buy- 
ers are asked to wait. 

When the Buying Impulse Fades 

HE buyer with his buying impulse still an im- 

pulse, only slacker, looks about for what he 
wants, and the odds are that he does not see it in 
that type of store. If he does see it, perhaps it is 
not just the right size he desires, or the make, or 
the price is not marked. His impatience gathers 
headway. Certainly his buying instinct is 
dwindling and dwindling fast. Finally he is waited 
on and after several unsuccessful attempts the right 
article is placed before him and after discussion of 
price and make, he buys. But that is the end of 
his buying impulse. He wants to get out of that 
store, to get away quickly. He is no longer a pros- 
pective buyer, but a mere unit of the uninterested 
public. 

Contrast that method of buying or selling, which 
is bad for the buyer or seller, with Brown’s method 
of “seeing is selling” and selling made easy. Goods 
that are shown and price marked are half sold. 
When the first sale is completed the buying instinct 
is bright and strong, not worn out, wearied and 
apathetic. 
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“This is another of my pet ideas; it’s a money 
maker,” said Brown, turning to a small, complete 
paint department. “You see I show all colors of 
enamels and paints in small cans on this cabinet.” 

The cabinet stood out on the floor. The lower part 
was composed of drawers, with a priced paint or 
varnish brush fastened on the front of each 
drawer, the upper part a three or four display 
shelves containing numerous small cans of paint. 
Each can was convenient to the hand, easy to pick 
up and examine. 

Brown picked up a can of red enamel. “You 
would be surprised,” he said, “how many of them 
we sell. Most of them in follow-sales too. They 
are such a handy size for touching up a car; or if 
a woman likes to do a little painting of light chairs 
or tables about the house, they practically sell 
themselves. My idea is to carry every color in 
small sizes, and have them handy where they can 
be seen and picked up. As soon as a can is sold, 
I’ve instructed the boys to take one out of the back 
of the shelf to fill its place, so that the edge of the 
shelf shows every color. 

“The hardware dealer, that is, the average one, 
should carry a line of paints that he finds sell well 

‘to his trade. A full assortment of colors in small 
cans is the most profitable stock I’ve found. Let 
him begin small and increase his stock gradually as 
the demand grows.” 


Keeping Tabs on the Trade 


ROWN, M. M., studied his business. When he 

first became manager there was no paint trade 
in that department. He ascertained that many who 
bought hardware and tools could use paint, and 
using paint followed that they could use brushes, 
chamois, ete. He put these where they could be 
seen. The paint department was a small one, but 
set off as a separate department it proved a money 
maker. 

“You must keep tabs on your customers,” he said, 
“to make any new department, or for that matter, 
to make an established department a success. Some 
dealers keep an inquiry book and note down all in- 
quiries, but even many of these do not keep it work- 
ing all the time. I have, and it has brought in many 
a dollar of profit. When I get sufficient inquiries 
on a certain line, I lay in a small stock and increase 
it only as the demand justifies. That is a secret 
of success in the hardware business. Carry a care- 
fully selected stock. You .could carry five thousand 
different articles in a hardware store and yet be 
asked for those you do not have on hand. If there 
is a real demand, or if you think a special demand 
can be built up, buy a small stock of that line and 
only increase it gradually. Then you get quick 
turnovers, and that’s where the profit lies. 

“Goods should be shown,” he added, “only in de- 
partments as far as possible, and kept separate. 
That saves waste of time for the clerks and gives 
quicker service. By this means you can save sev- 
eral hours a week in waiting on people, and that 
time saved is a profit, no matter how you look at 
it. Also departments should be arranged only as 
to the showing points. The finer-looking goods 
should be placed nearest the door. Tools make a 
fine display for this purpose.” 

The psychology of this is apparent, and selling 
is merely a matter of putting psychology into har- 
ness. The better impression one gets entering a 
store, the better impression he receives of a well- 
ordered establishment, quality goods and good serv- 
Ice, 

Brown’s Acid Tests 


Brown, like every live dealer, is interested in new 











goods and new materials. The problem confronting 
him is identical with that confronting every other 
progressive dealer: How to get the goods before 
the public, test their selling points and quality. Here 
is how he meets it. 

“I only handle articles that I am absolutely sure 
will give satisfaction,” he said. “I know my trade 
and study its peculiarities. If the manufacturers 
believe in their goods they will send us samples to 
test out on our trade. If it is a new wrench, I give 
it to a mechanic who buys here, whom I know is 
a crank on wrenches. I tell him that I want him to 
try it out. If it’s something in the household line, 
I give two or three of my women customers samples 
to see how it works. Perhaps I use some article 
myself. Then I send out with each bill and state~ 
ment each month samples of new materials. 

“Of course I have to know whom to send to, and 
they must be dependable people. This scheme has 
worked out fine for me. I have lost a lot of money 
on articles that I thought were all right, but which 
proved no good, either in quality or for my trade. 
On the other hand I made considerable profit by 
laying in many articles that sold readily and were 
proved satisfactory. In other words, I have spe- 
cialists in various lines, and they do the testing for 
me. Any other hardware dealer can do the same 
thing and make money on it. This has proved espe- 
cially valuable to me in automobile accessories.” 

“That touches on a very live topic in the trade 
today,” I said. “So many of the hardware stores 
carry automobile accessories’ departments, or are 
contemplating installing them.” 

“Yes,” replied Brown, “that’s a live topic, but it 
requires careful study. If a dealer is thinking of 
installing automobile sundries, he has to feel out 
his trade concerning them. Then he has to study 
his locality. If a lot of cars pass his door he can 
sell automobile accessories, also if there are garages 
or car owners in his neighborhood. He must find 
out what is required and by whom, the kind of cars, 
whether they are big or light. 

“The best and most profitable automobile acces- 
sories department is along the line of the old bi- 
cycle business. Carry the light sundries and ac- 
cessories. I have specialized on light, handy acces- 
sories with good results. But, like everything else, 
you’ve got to show them.” 





Garage Door Hardware Display 





Here is a window in the Decker store, St. Paul, Minn., 

made striking and effective by the use of ingenuity and 

dealer helps. The miniature doorway shows exactl 

how the hangers, which are — in the foreground, 
work 





Too Many Finishes 


By SHOLTO DAW 


is the getting back to realities in every phase 
of life. 

In the sale of hardware, for instance, the matter 
of finish has always played a part out of all pro- 
portion of its real merit. In those most practical 
articles, edge tools, a mirror polished blade on a 
hand saw was a strong selling point, although it 
rusted much more quickly than a more sober colored 
surface. There was likewise an undue sale for 
nickel plated hammers and hatchets, although nickel 
was not so serviceable a coating as the natural dark 
color. It was too much a matter of style and ap- 
pearance and too little a question of utility. 


Most metallurgists and manufacturers are agreed 
that in steel and iron sheet metals it is a mistake to 
remove, by polishing, what they style the “skin” of 
the metal, since by so doing there is taken away 
much of the strength and much of the ability to re- 
sist rust and corrosion. Yet we ran to extremes 
in half-polished and full-polished shovels, which 
are intended for the simplest and roughest perform- 
ance, that of digging. Now all this extra finish 
added materially to the cost of the goods, and 
nothing for their effectiveness or endurance. 

In the language of the rural refrain: “We had 
style all the while, all the while,” and it catered 
to our sense of beauty even in ordinary things. But 
we overdid it until style overrode utility in things 
meant primarily for usefulness. 

Now the War Board says that a plain natural fin- 
ish in most tools is good enough for present con- 
ditions, and what is more to the purpose, it con- 
serves man power, cuts out unnecessary expense and 
saves fuel; also what the War Board says goes. This 


O*: of the most significant effects of the war 


edict has already affected axes, hatchets and ham- 
mers, and some other tools, and the deleting of fin- 
ishes has just begun. 

The duty of the hardware dealer is plain—it is 
to beat the War Board to it in those lines which 
have not yet been passed upon. For it is always 
a good game to remember the example of the April 
strawberry and get in early, so as to avoid the jam. 

There will not be much place in hardware lines, 
while the war lasts, for bright and gay finishes that 
do not serve some useful purpose. Sober, natural 
colors and finishes are going to play the lead for a 
time. What will happen after the war is another 
story and does not immediately concern us, but it 
does concern us very much to get our assortment in 
order against the day of the coming of the simpler 
and more natural finishes, especially that we may 
have the assortments which will then be needed 
and not be loaded up with something for which 
there will be little demand. 

There is no specific nor omnibus prescription 
to cover every line and every case, but every dealer 
of experience knows the articles where the finish is 
merely a talking point, as against those where it is 
a natural, economical color. It is a good plan now 
to divide these into the sheep and goats, and to 
close out the goats. 

The dealer in the future who makes money and 
gets by successfully will be he who has a small as- 
sortment, but good stocks, of those things that the 
people demand, and which are in accord with the 
spirit of the times; also he will do business more 
economically than the other type who still clings 
to the ways of the past and has his shelves cluttered 
up with slow moving goods that are not demanded 
by changed conditions. 


Opening Conference of Truck Owners at Detroit 


conventions of the Truck Owners Confer- 

ence, Inc., in many of the larger cities show 
that this national movement is the most important 
ever sponsored by the industry. 

As announced by Harold P. Gould, chairman of 
the conference, plans have been laid for nineteen 
two-day conferences in as many cities during the 
next ten months. The opening one will be held in 
Detroit, Sept. 19th and 20th, at the Board of Com- 
merce Building. The official program will consist of 
Detroit speakers, each a well-known truck expert 
in his particular field. Special films of a few of 
the more efficiently operated truck fleets in De- 
troit and Chicago will be shown. 

Addresses by both large and small truck opera- 
tors on their experiences in using methods that re- 
duce operating expense and general discussions on 
the facts thereby brought out will feature all con- 
ferences. The purpose throughout is to secure 
greater efficiency in truck operation the country 
over. The subjects discussed range from “Loading 
and Unloading Methods that Save Time” and “Haul- 
ing More Goods with Fewer Units” to “Simplicity 
and Advantages of Keeping Costs on the National 
Standard Truck Cost System.” 

Everything spoken at these conferences repre- 
sents absolute knowledge on the part of experienced 
operators, some of whom will travel a thousand miles 


([ conventions of the 7 plans for forthcoming 
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to give the assembly the benefit of all new and good 
features they have developed. The conferences are 
open to all interested truck users—no fee of any 
kind being asked. The conference is not open, 
however, to the trade with the exception of spe- 
cially invited representatives. 

Said the chairman this week: “At this time 
when freight cars are at a premium the develop- 
ment of more efficient ideas in motor truck trans- 
portation is a vital factor in the conservation of 
freight car space. Every foot of space so saved 
represents one more shell to harass the Hun, or 
another bit of flour for our Allies. Thus the con- 
ference is a patriotic movement toward helping to 
win the war.” 

The various cities scheduled for conferences ex- 
tend from coast to coast and each has been chosen 
because of a central location whereby as many cities 
as possible, especially in that locality, may be repre- 
sented at each conference. Former conferences held 
in New York City, Chicago and Detroit have been 
such unqualified successes that the outlook for suc- 
cessful conventions in the nineteen conference cities 
is most promising. It is expected that hundreds of 
truck operators, both large and small, will be in at- 
tendance at each convention. Further information 
may be obtained by addressing the Truck Owners 
Conference, Inc., 327 South La Salle Street, Chi- 
cago, Ill. 
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Mephisto Industrial Film 


HE day of the in- 
dustrial moving 
picture is here— 

another distinct help to 
the traveling men who 
travel for business. 

The average factory 
manufacturing hardware 
is chuck full of human in- 
terest operations which 
cannot be explained, as 
they really are by even 
the most accomplished or 
loquacious business am- 
bassador. 

Seeing is believing, and 
some of the wrinkles of 
automatic machinery are 
so far ahead of the aver- 
age mind that even’an 
honest description of them 
is taken with more than 
a grain of salt. Right 
here the movie steps in, 
takes the interested mer- 
chant through the plant, 
shows him speed marvels, 
quality tests, lightning 
packing and the men who 
do it in such a way that 
argument is hushed in 
“Well, I swan,” or “By 
Gosh, I wouldn’t have be- 
lieved it.” 

One of the recent indus- 
trial pictures shown in the 
hardware field is the mak- 
ing of “Mephisto” Auger 
bits at the W. A. Ives 
Mfg. Co.’s plant in Wal- 
lingford, Conn. 

From steel bars. to 
beautiful boring tools it 
is a story that holds your 
ineterest, satisfies your curiosity and recharges 
your enthusiasm for Mephisto. 

The picture was taken under the direction of 
Miss Camilla Donworth, advertising manager of the 
Ives Company. This young lady is a happy com- 
bination of advertising and movies. That sounds 
like a strange combination, but she doesn’t get 
tangled in it. The Mephisto picture was one of the 
features of the recent Hardware Convention of the 
Carolinas, and will be shown by Miss Donworth at 
a number of hardware meetings in the coming con- 
vention period. 
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Coming Conventions 


MOUNTAIN STATES HARDWARE & IMPLEMENT AS- 
SOCIATION CONVENTION, Denver, Colo., Jan. 21, 22, 
23, 1919. 

INDIANA RETAIL HARDWARE ASSOCIATION CON- 
VENTION AND EXHIBITION, Indianapolis, Jan. 28, 29, 
30, 31, 1919. M. L. Corey, secretary, Argos. 

MISSOURI RETAIL HARDWARE ASSOCIATION CON- 
VENTION AND EXHIBITION, St. Joseph, Feb. 4, 5, 6, 
1919. F. X. Becherer, secretary, 5136 North Broad- 
way, St. Louis. 

WISCONSIN RETAIL HARDWARE ASSOCIATION CON- 
VENTION AND EXHIBITION, Milwaukee, Feb. 5, 6, 7, 
1919. P. J. Jacobs, secretary, Stevens Point. 
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IOWA RETAIL HARDWARE ASSOCIATION CONVEN- 
TION AND EXHIBITION, The Coliseum, Des Moines, 
Feb. 11, 12, 13, 14, 1919. A. R. Sale, secretary, 
Mason City. 


PENNSYLVANIA AND ATLANTIC SEABOARD HARD- 
WARE ASSOCIATION CONVENTION AND EXHIBITION, 
Pittsburgh, Feb. 11, 12, 13 and 14, 1919. Sharon 
E. Jones, secretary, Fulton Bldg., Pittsburgh, Pa., 
after Sept. 1. 


MICHIGAN RETAIL HARDWARE ASSOCIATION CON- 
VENTION AND EXHIBITION, Kalamazoo, Feb. 11, 12, 
13, 14, 1919. Arthur J. Scott, secretary, Marine 
City. J. Charles Ross, manager of exhibits, Kala- 
mazoo. 

NoRTH DAKOTA RETAIL HARDWARE ASSOCIATION 
CONVENTION, Feb. 12, 13, 14, 1919. Place to be 
decided on later. C. H. Barnes, secretary, Grand 
Forks. 

ILLINOIS RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Chicago, Feb. 17, 18, 19, 20, 1919. Head- 
quarters, Hotel Sherman. Leon D. Nish, secretary, 
Elgin. 

MINNESOTA RETAIL HARDWARE ASSOCIATION CON- 
VENTION, St. Paul Auditorium, St. Paul, Feb. 18, 19, 
20, 21, 1919. H. O. Roberts, secretary, 1032 Metro- 
politan Life Building, Minneapolis. 

OHIO HARDWARE ASSOCIATION CONVENTION AND 
EXHIBITION, Columbus, Feb. 18, 19, 20, 21, 1919. 
James B. Carson, secretary, Dayton. 


NEBRASKA RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Omaha, Feb. 3, 4, 5, 6, 1919. Nathan Rob- 
erts, secretary, Lincoln. 


Changes in Ohlen Sales Organization 


The James Ohlen & Sons Saw Manufacturing Com- 
pany, Columbus, Ohio, announces the appointment of 
H. A. Burgers, formerly sales manager at Manila, P. I., 
for the Pacific Commercial Company, as manager of its 
Export Sales Department. Mr. Burgers will maintain 
his office at the Ohlen Company plant in Columbus. 
After giving effect to the reorganization of the com- 
pany’s sales department, P. A. Walling, manager of 
the New York sales office, at 30 Church St., will be 
enabled to devote greater effort to Eastern domestic 
sales. Capt. W. H. Tuthill has been transferred from 
his former territory in Michigan-Pennsylvania to New 
York and New Jersey. He will be succeeded, on Oc- 
tober 1st, by W. H. Lewis as Michigan representative. 
The Ohlen Company is engaged in the fabrication of 
large wood and metal saw orders for the United States 
and allied governments, and this fact, combined with 
an enormous increase of: foreign business, has made 
necessary the changes mentioned. 

The demand for its product has compelled the Ohlen 
Company to double its capacity, especially in the wood 
and metal band saw lines in the past year, but further 
additions are now found imperative. Accordingly 
plans are now being drawn for a new building of con- 
crete and steel construction which it is hoped will be 
completed before the end of the year. 


Paint, Oil and Varnish Convention 


The thirty-first annual convention of the National 
Paint, Oil and Varnish Association will be held in Bos- 
ton, Oct. 21-24. Headquarters will be at the Copley- 
Plaza Hotel. Requests for hotel reservations should 
be addressed to M. Elton Vose, 77 Sudbury St., Bos- 
ton, Mass. 


Bayonets and Mess Knives 


The Ordnance Department at Washington has placed 
orders with Landers, Frary & Clark, New Britain, 
Conn., for 500,000 bayonets and 2,000,000 army mess 
knives. The price of the knives, 10%c., is the lowest 
ever paid. 














ALL ABOARD 
Knights of the Grip 
This Is An All-Pullman Train 


No Extra Fare 


= MMM 


_ PRIZE STORY CONTEST 
= “My Best Sale” 


aM 


Open to all hardware traveling salesmen. 
Every story used in HARDWARE AGE gets a 
prize. 


First Prize 

Second Prize 

Third Prize 

Ponte Prive es oiec.00s 8s 
Fifth Prize 

Sixth Prize 

All others used.... 


Just tell in your own way the story of 
your best and most interesting sales from the 
standpoint of business-building suggestions. 
Every traveling man has many good sales to 


his credit, but there is always one humdinger, 
a rip snorter, that is not only memorable but 
is rich in what it may suggest to other trav- 
eling men. Let the story speak for itself. 

Write that story to HARDWARE AGE. There 
may be a hundred dollars in it for you and 
there is sure meat in it for the other boys 
on the road. 

Contest closes Sept. 15. Address your en- 
velope to 


Editor HARDWARE AGE, 
239 West 39th Street, 
New York, N. Y. 


Best Story Contest. 
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Kyanize Salesmen in Con- 
vention 


On August 6th, 7th, 8th and 9th the Boston Varnish 
Company held an enthusiastic sales convention. 

The forenoon of the first day was devoted to a re- 
ception at the factory. A thorough inspection fol- 
lowed. All hands were then taken to the finishing 
department where were exhibited the finished results 
of every Kyanize product and all had an opportunity 
to demonstrate the qualities of the whole Kyanize 
line. 

The convention was formally opened by James B. 
Lord, president, with an address in which he outlined 
its purposes. W. A. Putnam, vice-president, discussed 
“Our Objectives.” H. A. Hall, treasurer, reviewed 
events of the past year. Chas. H. Tewksbury, man- 
ager of the Chicago branch, spoke on the general out- 
look of 1919. 

On the subject of “Co-operation with the Advertis- 
ing Department,” C. A. Dana Redmond, advertising 
manager, laid stress on the fact that co-operative serv- 
ice on the part of the Boston Varnish Company with 
its salesmen, its jobbers, its dealers and the consumer 
who uses the goods is one of the most powerful factors 
in building and sustaining the great volume of busi- 
ness that the concern has enjoyed. A. E. Carroll then 
discussed credits. The first day’s session was brought 
to a close by the talks of C. O. Rouse, J. F. Hughes 
and H. H. Little. Automobiles took the gathering fo. 
a drive along the North Shore section, thence to the 
Point Shirley Club where a New England fish dinner 
was enjoyed. 

The Wednesday morning session was devoted to 
talks on selling by Mr. Winne, Mr. Knott, Mr. Klug 
and Mr. Libengood, and a paper on “The Pioneer 
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Corp. Jay A. Lewis, Motor Truck 

Co., No. 392, son of W. C. Lewis, 

well-known hardware merchant 
of Southbridge, Mass. 


Salesman” by Mr. W. H. Ennis was read. The “Im- 
portance of Small Town Dealers” was the topic of 
Walter W. Manning, publisher of Woman’s World. 
There followed an analysis of the company’s products 
by the salesmen who had made the best showing in 
each line, including Mr. Little, Mr. Ballester, Mr. 
Stout, Mr. Hopkins, Mr. Nielsen, Mr. Logan and Mr. 
Stuart. In the afternoon all journeyed to Rowe’s 
Wharf, Boston, where they were joined by all office 
and factory employees and took the steamer for Nan- 
tasket Beach, where the afternoon was spent. 

On Thursday at the factory practical work was done 
by the salesmen themselves. At the convention hall 
the meeting opened with a complete outline of all pro- 
prosed advertising plans by Mr. Redmond. 

As a climax, the banquet at the Boston City Clu 
on Thursday evening was all that such a concluding 


dinner should be. 


A. WAR SERVICE 


Taking athletic supplies, books, games and musical instruments to the extreme eastern end of the 


Italian front. 


H. G. Blodgett, associate editor of HARDWARE AGE, at the wheel 
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Centering All Efforts on Conservation of Steel—Refrigerators, Spring 
Vehicles, Bicycles and Motorcycles Involved— 
Holding Down Price of Gasoline 
By W. L. CROUNSE 


hitting all lines of industry. During the 

past week the War Industries Board has had 
under consideration the conservation of steel and 
tin in the manufacture of refrigerators, horse- 
drawn vehicles and bicycles and motorcycles. 

With regard to refrigerators the board in an 
official announcement says that “as it is impera- 
tive that the use of steel be confined to strictly 
war industries, except where it is required to meet 
the essential demands of the civilian population, 
the Conservation Division particularly requests 
manufacturers to discontinue using iron or steel 
wherever it is practicable to adopt a substitute. 
It is extremely important also that manufacturers 
curtail their consumption of block or pig tin and 
tin oxides. This country is dependent on overseas 
shipments for supplies of this metal. Consider- 
able hazard is involved in its importation and 
large quantities are required for the war pro- 
gram. 

“Steps have been taken,” the board adds, “to 
insure an increased production of sheet zinc, and 
manufacturers of refrigerators should utilize this 
metal to replace iron or steel wherever possible. 
Experts have advised that the use of plain sheet 
zine for this purpose is perfectly sanitary. A satis- 
factory process for applying enamel on sheet zinc 
has been developed, detailed information concerning 
which will be given manufacturers by the di- 
vision.” 

After pointing out the necessity of saving steel 
in the manufacture of horse-drawn spring ve- 
hicles, the Priorities Commissioner of the War 
Industries Board in a circular to manufacturers 
Says: 

“Circumstances do not permit the allotment to 
your industry of sufficient quantities of iron and 
steel to meet your maximum or even your normal 
requirements. A careful study of your reports 
of stocks on hand and of your manufactured and 
partly manufactured products justifies the allot- 
ment to you of a certain agreed maximum which 
will enable you to liquidate your present stocks. 
This allotment will be made and your require- 
ments within this maximum are hereby given a 


Tait effort to hold down steel consumption is 
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Class C priority rating; conditioned, however, 
that each manufacturer participating in the al- 
lotment shall execute, file and observe the pledge 
of co-operation in the terms hereinafter set out.” 

The pledge exacted requires that manufactur- 
ers shall devote their products “as far as possible 
to essential uses only as that term has been or 


may be defined or applied from time to time by the 
Priorities Division of the War Industries Board.” 
Manufacturers are also required to exact from 
dealers pledges in the same general terms regard- 
ing the placing of the product only in essential 
use. 


Bicycles and Motorcycles War Essentials 

= bicycle and motorcycle are pushing the 

war truck very hard for position in the rank 
of war essentials. Once used almost exclusively 
for pleasure, they have now become so important 
that even the Director of Steel Supply, whose 
word is law for thousands of big manufacturers, 
feels obliged to show them some consideration. 

Representatives of the bicycle and motorcycle 
industries recently appeared before the Priorities 
Commissioner and other representatives of the 
War Industries Board to discuss the needs of the 
producers. It was developed in the meeting that, 
in recent years, bicycles have come to be used, 
particularly in industrial centers, as a method of 
transportation to and from places of empioyment 
and that their pleasure use, formerly so promi- 
nent, has become relatively unimportant. It was 
shown that it would be unwise to deprive users 
of bicycles of this privilege. 

In the case of motorcycles it was demonstrated 
that the output of the factories is now absorbed 
almost entirely by direct Government purchases 
and that the small remainder is devoted largely 
to essential commercial purposes. 

It was decided, however, that in the manufac- 
ture of both bicycles and motorcycles, there were 
opportunities for substantial savings in the use 
of steel and rubber, and representatives of both 
industries pledged themselves to effect those sav- 
ings through a program of conservation to be 
worked out with the Conservation Division of the 
War Industries Board. Subject to those pledges 
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and the carrying out of the conservation plan, it 
was considered necessary to recognize these in- 
dustries as “entitled to their reasonable require- 
ments of materials.” 


Cutting Down Pleasure Car Production 


N? recent ruling of the War Industries Board 
has aroused more general interest than that 
relating to the necessity for conserving steel by 
reducing the output of pleasure automobiles con- 
cerning which I have had occasion to make sev- 
eral comments in this correspondence. In view of 
inquiries that have reached me showing a lack of 
understanding of the action taken by the War In- 
dustries Board, I deem it wise to reproduce here 
the text of an official announcement which shows 
exactly where the pleasure car producers stand 
in the estimation of the War Industries Board. 
The statement is as follows: 


“At a meeting of the War Industries Board with a 
committee of twenty-five automobile dealers from 
various cities in the United States as representatives 
of the National Automobile Dealers’ Association, these 
facts are developed: 

“1. While no order has been issued by the War In- 
dustries Board canceling motor-car. production, and no 
definite order of curtailment could be given until the 
automobile manufacturers had submitted inventories of 
present stocks, the board has suggested to manufactur- 
ers of automobiles that they undertake to get war work, 
even up to 100 per cent, if possible, by Jan. 1, 1919. 
Automobile manufacturers have already accepted war 
orders aggregating between $800,000,000. and $900,- 
000,000. 

“2. The War Industries Board realizes the import- 
ance of a continuation of all possible industrial activity 
so far as it can be brought about without interference 
with the war program. 

“3. All automobile dealers, however, should put them- 
selves as rapidly as possible on a war basis in order to 
be ready for whatever curtailment may become neces- 
sary. 

“4. The War Industries Board has not classed the 
automobile or any other industry as non-essential, and 
in determining the standing and position of any and 
every industry it will be guided solely by the war re- 
quirements and the needs as distinguished from the 
wants of the civilian population. 

“5. In view of the fact that the war requirements of 
steel and rubber exceed the supply and make automo- 
bile curtailment necessary, the war service committee 
of the National Automobile Dealers’ Association has 
agreed to recommend ways and means to stop the un- 
necessary use of passenger cars and increase their uti- 
litarian uses.” 


Patriotic Appeal of Hardware Men 


OBODY is putting greater emphasis on the 

necessity for steel conservation these days 
than the Hardware Manufacturers’ Organization 
for War Service. In a recent bulletin issued by 
Assistant Manager Robinson the following pic- 
turesque appeal is made: 


Reports on conservation as submitted by some of our 
industries indicate many of our members have not 
realized the absolute importance of this work and the 
necessity of each member of an industry working in 
harmony with the others. 

The fact that individual members of an industry 
have taken up this work as an individual concern does 
not settle the matter with the War Industries Board, 
for, as we have stated before, the final report must 
come from the industry as a whole. 

Let us remind the members of the hardware in- 
dustries again that if they desire favorable considera- 
tion of the fuel board, the priority board and the hard- 
ware and hand tool section, through whom all must 
work, it is imperative they seriously take up their re- 
quest of cutting all lines to the actual NEEDS for 
essential purposes. 

It is of the utmost importance that the industries 
report their conservation program, without delay, to 
this office. 

1,000 tons of steel saved means a skirmish won. 

10,000 tons of steel saved means a minor offensive 
won. 


Hardware Age 


100,000 tons of steel saved means a major offensive 
won. 
Profiteering in Farm Equipment 


Everybody handling agricultural implements 
will be interested in a bulletin issued by the De- 
partment of Agriculture defining profiteering and 
hoarding of farm equipment. Of course, retail- 
ers doing a moderate business are not subject to 
licensing and regulation, but the question is one 
of broad interest throughout the trade. Here are 
the salient points of the bulletin: 


Selling goods on a replace value basis in certain 
cases will be considered profiteering, according to a 
statement issued to-day by the office of Farm Equip- 
ment Control of the United States Department of Agri- 
culture, which administers the licensing of the farm 
equipment industry under the food control act. 

Farm equipment held, contracted for, or arranged 
for, by any manufacturer, wholesaler, retailer, or other 
dealer, in excess of the reasonable requirements of his 
business, for use or sale by him in a reasonable time, 
is considered hoarding, under the meaning of the Act 
of Congress approved August 10, 1917, to provide fur- 
ther for the national security and defense by encourag- 
ing the production, conserving the supply and con- 
trolling the distribution of food products and fuel. 

Any farm equipment that is hoarded cannot be con- 
sidered under this ruling, but will be dealt with under 
the Act according to the merits of each particular 
case. 

The prices of farm equipment are more or less 
seasonal, but if the price should rise or fall during the 
season then, to be consistent, a person who wishes to 
sell on the basis of replacement values would be obliged 
to sell at a loss if the price fell. Equipment carried 
over from one season to another—that is, the residual 
from a previous season’s reasonable supply—should be 
considered in the same manner. Therefore, if persons 
have sold at replacement values, they must continue 
to do so when a drop in prices comes, and carry the 
same amount of stock as in the beginning throughout 
the period of the high prices in order not to profiteer. 

In short, it will not be considered profiteering if farm 
equipment is sold on the basis of replacement prices, 
provided the goods sold are replaced at once at re- 
placement prices and this practice is continued during 
the period of high prices caused by the war. 

It will be considered profiteering if manufacturers, 
wholesalers, retailers or other dealers having a regular 
stock of farm equipment, sell out at replacement value 
when prices are falling. Manufacturers, wholesalers, 
retailers or other dealers desiring to sell out without 
replacing should sell at cost price plus a fair usual 
profit. 

It will be considered hoarding if any manufacturer, 


, wholesaler, retailer or other dealer holds, contracts for, 


or arranges for a quantity of farm equipment in ex- 
cess of the reasonable requirements of his business for 
sale by him over a reasonable time. Manufacturers, 
wholesalers, retailers and other dealers finding them- 
selves inadvertently in this position should sell at cost 
plus a fair usual profit. 


Holding Down Price of Gasoline a 
ror the purpose of preventing any radical 
change in the prices to be paid by consumers 
for gasoline and other oil products, a plan has 
just been made effective through the co-operation 
of the National Petroleum War Service Commit- 
tee and United States Fuel Administration that is 
intended to result in stabilizing the price of crude 
petroleum both to large and small refiners and 
maintaining the flow of crude oil in its present 
channels. 

The details are to be handled by committees on 
conciliation and co-operation of the various pro- 
ducing fields. It has been the custom for various 
refiners to bid against each other for crude pro- 
duction by paying premiums in excess of the base 
rate for oil as established by the larger pipe line 
companies. This has resulted in the diversion of 
oil from one refinery to another and in many in- 
stances the payment of excessive prices for crude 
oil. It has led to considerable disorganization 
and for some months the Fuel Administration has 
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sought to correct these practices. The greatest 
difficulty arising from this situation was experi- 
enced in the Mid-Continent field. 

Mark L. Requa, General Director of the Oil Di- 
vision of the United States Fuel Administration, 
recently met the producers and refiners of the 
Mid-Continent field in meetings at Tulsa, Okla., 
and Houston, Tex. As a result of his sugges- 
tions the producers and refiners named from 
their own members committees to adjust any local 
dispute which, in the event they were unable to 
settle, it was agreed, would be referred to the 
National Petroleum War Service Committee. 
Should the National Committee be unable to ad- 
just the dispute referred to it then appeal may 
be had to the Fuel Administration. 

The plan provides generally for maximum 
premiums to be paid for oil of varying qualities 
in the various fields throughout the United States. 
It arranges, so far as is practicable, for the flow 
of oil in existing channels and assures protec- 
tion as to price and supplies for small refiners. 
At the same time it will prevent any radical 
change in consumers’ prices due to the competi- 
tion which has influenced such prices. 

The Fuel Administration believes that by leav- 
ing the settlement of all questions as to premiums 
and diversion of crude oil to the voluntary agree- 
-ment of the industry itself, the harmonious rela- 
tions between the various interests will be main- 
tained. The Fuel Administration is also endeav- 
oring to have established fair differentials for re- 
finers and distributors. 

It is believed this plan will secure the pro- 
ducer a satisfactory price for his oil, the inde- 
pendent refiner protection against the higher bids 
of his competitor who would pay a greater prem- 
ium, and that the flow of production will be main- 
tained without interruption or-change. Thus the 
oil industry is contributing to the war-work pro- 
gram by eliminating conditions which have arisen 
out of the premium practice and through the har- 
monious adjustment of such differences as have 
existed in the past. 


Legitimate Dealers Not to Be Barred 


| HE President and the Secretary of War form 
a very powerful combination. They have just 
succeeded in upsetting a drastic ruling by the 
Attorney General to the effect that contractors 
must sign an agreement that they have employed 
no third person to “solicit or obtain” a contract 
or have obtained it upon compensation contin- 
gent in whole or in part upon such procurement. 
If the Attorney General’s ruling had been uni- 
versally followed—and the provision suggested 
by him was incorporated in a great many con- 
tracts—it would have resulted in driving out of 
business a great many reputable sales agents and 
would have disrupted the sales departments of 
many manufacturers, for the compensation of 
agents in nearly all cases is on a commission 
basis or, at least, on a basis of a salary or guar- 
antee plus a commission. The purpose of the 
Attorney General’s plan was logical enough, for 
he was after the “fly-by-night” agents who infest 
the lobbies of the Washington hotels, pretending 
to have a big pull with the Government depart- 
ments and claiming ability to deliver big con- 
tracts “for a consideration.” As a matter of 
fact these men are wholly without influence and 
any manufacturer who ties up with them lives to 
regret it. 
But in reaching this class of illegitimate agents 
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the Attorney General’s plan also hit a great many 
perfectly reputable general selling agents, in addi- 
tion to knocking the daylights out of the average 
sales department of the big manufacturing con- 
cerns of the country. This fact was not recog- 
nized at the outset, but thousands of protests have 
reached Washington pointing out the demoraliza- 
tion that would ensue if the. Government should 
insist on incorporating the Attorney General’s 
provision in all contracts. 

As a result there has been an investigation and 
the War Department now announces that “the 
President has agreed with the Secretary of War 
that the covenant to be inserted in all war supply 
contracts against the operation of contract brok- 
ers and other illegitimate business agents shall not 
be used in such a way as to be harmful to any estab- 
lished business customs or to curtail industry.” 

In accordance with this understanding the Gen- 
eral Staff has ruled that exceptions may be made 
wherever the best interests of the Government re- 
quire. Manufacturers and dealers who have the 
required supplies in stock may make contracts 
with the supply bureaus and the officials will no 
longer adhere to the original rule requiring the 
purchasing bureaus to deal only with producers. 

The action of the President and the Secretary 
of War has relieved a very awkward situation 
and it is probable that the Attorney General’s 
covenant will soon be entirely abandoned, al- 
though the Government will continue to favor 
producers as against jobbers or agents of any 
kind. 

An Appeal for Price Maintenance Legislation 
t crying necessity for a price maintenance 
law is strongly emphasized in a circular just 
issued by M. J. Whittall to the retail trade. This 
manufacturer produces a rug which has been sold 
at a maintained price in all markets. 

The Federal Trade Commission has forbidden 
manufacturers to attempt to control the resale 
prices of their goods and has suggested that Con- 
gress should pass a law granting specifically to 
producers this right to protect their products. In 
default of this action, however, many manufac- 
turers find themselves “up a tree’”’ as to how they 
should approach their customers among the re- 
tailers concerning the general subject of price 
maintenance. This is the way Whittall tackles 
the subject in a circular letter to the retailers 
who handle his products: 


For some years past it has been our policy to issue 
a Retail Rug Price List, as a suggestion to our custom- 
ers of what we felt to be a fair average retail price 
on our goods. 

This price was arrived at after careful investigation 
and consultation with our customers, taking into con- 
sideration the interest of producer, distributor and con- 
sumer alike. The response has been enthusiastic and 
co-operation practically unanimous. 

It is therefore with regret that we feel for the time 
being we must discontinue this service. Court decision 
and the more recent ruling of the Federal Trade Com- 
mission leaves us in doubt as to the extent we may go, 
and rather than have our motive or our policy in the 
least questioned, we deem it best to leave the matter 
entirely in the hands of the individual merchant until 
such time as relief is afforded by Congressional action. 

We are pleased to note that the Federal Trade Com- 
mission, recognizing the great evil of price cutting on 
widely known merchandise, is lending its powerful 
influence to procure such legislation, so if at that time 
our good friends in the trade will add their influence 
by communicating their wishes and explaining their 
attitude to their Senators and Congressmen, there is 
every chance that we may again enjoy the advantage 
of a uniform and standard retail price, free from any 
legal cloud or the taking of chances, which is naturally 
distasteful to all law-abiding citizens. 
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Lest We Forget 


By Roy F. SOULE 


N American-made camera took the pic- 

A ture which is lying on the desk in front 

of me. That camera was in the hands 

of Dr. Crile, a well-known surgeon of Cleve- 
land, Ohio. 

Dr. Crile is one of those American medical 
men who at one stride stepped from a big, 
lucrative practice into a uniform when Old 
Glory first snapped in winds defiant to the 


Pictorial 
Evidence 
of a 
German 
crime 
obtained 
by an 
American 


Surgeon 


in 
France 


Hun. Dr. Crile is now Major Crile in the 
U. S. Medical Corps, and if he is spared to 
come back to that Cleveland practice which 
is loyally waiting for him, he will return a 
man who has seen Germany stripped of her 
camouflage civilization, reveling in acts that 
would arouse the ferocious envy of the worst 
tribe of cannibals that ever tasted human 
flesh. 


This photograph Dr. Crile has sent home 
shows three little French girls. They were 
tiny, graceful, beautiful little ladies of seven, 
nine and eleven years of age. Playmates in 
the same village, classmates in the same 
school, members of the same Sunday School 
class; little flowers of France. And then 
came the Germans, the well trained, thor- 
ough, efficient soldiers of the Crown Prince. 
Their equipment from rifle to field kitchen 


fairly sparkled. Their long lines swung by 
in perfect step—every gun at the correct 
angle—every helmet polished and glistening, 
every man physically fit and trained to per- 
fection. The officers with their neat uni- 
forms, clanking swords and sharply up- 
turned moustaches representing the best 
families of a nation whose undisputed ad- 
vertisements of efficiency covered the globe. 

Sharp military commands ringing down 
the lines brought an obedience from the 
rank and file that snapped joyous answer to 


Let 
German 
trade 
in the 
future 
atone 
for 
German 
crimes 
in the 
past 


- ~ 
forty years of intensive, compulsive military 
training. 


An Army Under Control 


HERE was no doubt to even the casual 
observer that here was an army und-r 
the absolute control of its leaders. Here 
was a military force where prompt obedience 
to every command represented the pride of 
the men and the power of the Prince. Here 
was a force that would not, even in the temp- 
tation of conquered environment, run wild. 
Among these men trained from childhood, 
the lawless mob element was not. They 
could be counted on to obey orders, for they 
were thorough soldiers well grounded in the 
swift penalties to be exacted should they even 
temporarily forget who was the Boss. 
And they grounded arms in the village 
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street in front of the homes of these three 
little French girls. 

God Almighty will not give me words to 
describe what happened at that stand. The 
acts were recorded in hell, and the devil’s 
quill spattered blood as he made the entry. 

The next day the battle line swayed once 
more and in the straightened sector this vil- 
lage was again within the Allied lines. 

During the brief period of Hun possession 
scores of damnable atrocities were perpe- 
trated. The outrages upon mature men and 
women were sickeningly shocking, but the 
yermans did not stop there. 

Every one of these little girls I have men- 
tioned and a lot of other sweet innocent lit- 
tle French children were terribly raped. 
These three were tenderly laid on a blanket 
and photographed. They had been stripped 
naked. Their little bodies bore evidence of 
beastly brutal desecration and then their 
little legs were ground off by laying them 
upon boulders and smashing them with heavy 
rocks. The little girl in the center of the 
picture was alive but unconscious when the 
photograph was taken, and then God in in- 
finite mercy took the poor, mangled little 
miss into the arms of Heaven, where the 
portals do not rock to the crash of the 
Kaiser’s cannon. 


All the Evidence Needed 


‘THIS picture is all the evidence we need 
to strip our men for battle. 


This act 
alone is enough to drive every self-respect- 
ing man in the universe into the armies allied 
against the Brute of Berlin. The sight of 
these outraged, mangled, suffering little girls 
is enough to make a nation weep and to make 
its men lust for the blood of the brutes 
whose acts make our wildest conceptions of 
hell seem tame. 

And this act was done with stones. Be- 
fore the war we bought Whet Stones, Burr 
Stones, Lithographic Stones, Flint Stones, 
Sharpening Stones and Grinders from Ger- 
many to the amount of nearly a quarter of 
a million dollars annually. 

Across the counters of commerce our gold 
and our good will passed freely. That busi- 
ness was founded upon confidence. We 
trusted these people with whom we traded, 
trusted them with the open frankness of a 
youthful nation who believes all men to be 
honest until they have proven themselves to 
be unworthy of the trust. 

And now the confidence upon which that 
business was founded has been crushed, 
ground to a bloody pulp on that rock in 
France, and it can no more be restored, can 
no more be coaxed back to life, can no more 
be resuscitated than can those gentle little 
martyrs of Democracy be brought back to 
gladden the hearts of those who loved and 
cared for them. 

You ship carpenter, builder of the food 
fleet, maker of transports, shaking your adz 
in the face of the submarine menace, will 
you ever want a German stone on which to 


sharpen your tools? No, of course you won’t, 
and the keen edge of your righteous anger 
will turn upon him who ever has the colossal 
nerve to offer you such a sharpening instru- 
ment. And you are no exception, you are but 
a representative, a splendid representative 
of the skilled workmen of America. 

You farmers—fillers of the world’s food 
basket; I can see you in the corn fields of 
the Central West; do you want to sharpen 
your great Corn Knives on German-made 
whet stones? Bully, boys; your answer is a 
roar of rage. Your “not by a dam’d sight!” 
as emphatically American. 

You farmers of the South. You men who 
have made the country where Cotton is King. 
Any German-made whet stones down there? 
Hold up, hold up! I didn’t say you did! I 
merely asked the question, and that shrill 
Southern yell snapped back like the battle 
ery of a charging army. 


No German-Made Grinders 


You wheat men from Kansas, from the 
great Northwest, from the mighty hills of 
the Palouse country, want any German-made 
grinders to sharpen the sections of your 
binders? And that answer comes back 
strong and manly from a million or more 
bronzed fellows who are now harvesting the 
great grain crop of 1918: “Keep them out! 
We'll go back to the sickle before we’ll use 
a German-made grinding wheel.” 

You stockmen, mowers of a_ million 
meadows, raisers of beef, pork, mutton; any 
German stones to sharpen your scythes and 
the sections of your modern mowing ma- 
chines? Zowie, but your answer is profane- 
ly emphatic. I can’t put it in print, but I 
can register your deep-rooted conviction 
that you are justly, deeply, wholly prejudiced 
against stones made in those hell-holes of 
deceit. 

And then my mind back tracks over some 
of the American plants I have visited. Some 
of the towns where they make sharpening 
stones—grinders—emery wheels. Niagara 
Falls, New York; Pike, N. H.; Milwaukee, 
Wis.; Cleveland, Ohio; Worcester, Mass. 
Factories where our fellow citizens make 
sharpening stones in a variety that meets 
every need. Factories that have ably demon- 
strated that they can well care for our do- 
mestic needs in times of peace and our colos- 
sal needs in time of war. 

After the war, German or American? 

There’s just one need for a German stone 
on record over here. That’s a mill stone— 
a big one. Fat as a German sausage. Heavy 
as German crimes, stocky as German build. 
We want it—want it badly—to fasten to the 
neck of Wilhelm, prime advocate of the right 
of might. Step up, Wilhelm, the gang plank 
is out. 

And the bubbles that come up will be the 
last of the German sharpening stone busi- 
ness in America. We’ve had enough. The 
vote is in—keep it out. Mr. Buyer, it’s up 
to You. 
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Trade Conditions and Iron, 


Steel and Hardware Prices 


NEW YORK 


OFFICE OF HARDWARE AGE, 
New York, Aug. 24, 1918. 


IDSUMMER business still prevails, only it is of 

somewhat different character from other years. 
Merchants are buying and gladly accepting deliveries of 
late fall and winter goods, whenever possible, such as 
sleighs, coal sieves, ice choppers, roller skates and 
kindred lines. Some sizes of nails are out of the 
market and all are scarce whether wire or cut. There 
are other goods that are also difficult, sometimes impos- 
sible, to get, including various styles and brands of 
hammers and hatchets, also sash cord, machine bolts, 
carriage bolts, lag screws, and barbed wire is in the 
same category. 

The proposed new delivery trucking system, for this 
territory, that was to have become operative August 
15, has been postponed, we learn, to September 15, but 
preparations are being made to put it into effect. 
The purpose is to expedite transportation by removing 
at once freight from the terminals and delivering it 
quickly on the walk of consignees. After a while it is 
contemplated also to call for shipments at the address 
of the merchant in an effort to prevent much of the 
congestion at piers and on the railroads. 

Merchants are buying freely and often with but 
little regard to price, the main question commonly be- 
ing to get goods actually in their possession. It is hard 
to get much in the way of plain back shovels and 
there are hints of the possibility of making only that 
style while laboring under prevailing conditions. 

Collections are referred to as very satisfactory. In 
August it used to be slow getting payments on accounts 
due, but now remittances are better. 

Manufacturers and merchants are puzzling them- 
selves as to just how trade is to be conducted after so 
many new men are drafted into the service, as it is 
planned to do in the near future. In any event there 
is but one main question and that is to wallop the 
Huns in the quickest time and most effective way, so 
that like the slavery question, it will be settled definitely 
for all time and the sooner done and thoroughly done 
the better. 

Some observant merchants in this section expect to 
see autumn trade start a little earlier this year than 
usual. The drift back to the city of tourists and people 
living out of town usually sets in after Labor Day, 
which this year is September 2, to a considerable ex- 
tent on account of school beginning a week later. 

Manufacturers of edge tools and similar materials 
such as are used largely by the Government in war 
work, whether for shipbuilding or the erection of quar- 
ters, temporary or permanent for the forces, including 
also War, Navy and civilian employees, are still going 
strong on government orders. Some are working up 
to approximately ninety per cent capacity on yoods of 
this character and cannot bid on much government busi- 
ness offering at that. Manufacturers of such lines are 
compelled to give preference to the Government and at 
the same time have large orders from wholesale mer- 
chants that they are absolutely unable to execute. Gov- 
ernment inspectors have a habit of continually showing 
up at inopportune times to make certain that orders 
for normal trade are not diverted if the goods are 
wanted by the Government. 


BRASS AND COPPER.—There are a number of big in- 
quiries in the market and plenty of business to be had. 
The main question is to get men enough to handle the 
trade rather than the raw stocks to work into sheets, 
tubes, rods, wire, etc., both copper and brass. A lead- 
ing interest, we are informed, has booked so many or- 
ders that it is unable to take on any further obligations. 

Sheet copper is 36c. per lb. base from mill, and 38c. base 
from stock. Bare copper wire for electrical purposes is 
28%c. base per lb., carloads, mill shipments. All the brass 
mills are exceedingly busy. 

LINSEED O1L.—While there is a great shortage in flax- 
seed from which to crush linseed oil, the greatest diffi- 
culty is in holding enough labor to do it. What made a 
bad matter worse was the recent sinking by submarine 
of a sailing vessel from Argentina with 110,000 bushels 
of flaxseed aboard, valued at considerable over a half 
million of dollars. The growing crop in the United 
States Northwest and Canada, wherever it has not been 
a failure from the start, is coming along very well in- 
deed and has had a pretty good season from the start. 


card rates, by one of the important 
interests is $1.85 per gal. in five or more barrels, and 
$1.86 in less than five barrels. There are other crushers 
who are asking more, with a range from $1.88 to $1.92 
per gal., according to seller and quantity, and the smaller 
the quantity the better the seller likes it. 

NAVAL Stores.—There are indications that the Gov- 
ernment is considering the question of fixing prices on 
naval stores but this contemplated action seems to have 
had little if any effect on a higher market. There had 
been an all round increase in rosin prices, and tur- 
pentine has also moved up in this territory, following 
an upward tendency in Southern primary markets. 
Rosin recently touched a new high when lately a mixed 
carload brought $14 per bbl. Consumers are complain- 
ing of speculative manipulation which feature the Gov- 
ernment apparently is looking into. 

Spirits of turpentine has advanced to 63c. per gal. 
New York market. 

Rosin, in yard, on the basis of 280 lb. per bbl., common 
to good strained, is $11.50, and D grade, $12.05, with H. to 
W. W. qualities ranging from $12.50 to $14.75 per bbl. 

PAINTS.—The Charles H. Brown Paint Company, 
Fulton & Clinton Streets, Brooklyn, N. Y. has advanced 
the price of Brown’s Flat Wall Finish, white and ordi- 
nary shades, packed in 1 gal. cans to $2.50 per gallon. 


Rope.—There is a larger demand for the smaller sizes 
of rope, especially such as is suitable for life rafts, 
hammocks, life nets, tents, etc. Export merchants are 
more active than they long have been, which is not al- 
ways clear, because of the continued governmental re- 
strictions on export licenses. Nevertheless export com- 
mission merchants and foreign buyers are busier than 
they have been. In normal times manufacturers abroad 
used to supply a considerable volume of twine, rope and 
other cordage consumed in the U. S. A., which the 
war has cut off, thus throwing a still greater burden on 
manufacturers in this country. Therefore the demand 
greatly exceeds the output. The supply of raw Manila 
hemp is very much better and quite satisfactory but the 
difficulty is to get help enough to work it into cordage. 

The new schedule of differentials has been adopted by 
all the manufacturers. 


Linseed oil figures, 


in the 


WINDow GLASs.—Stocks are light and there is prac- 
tically no buying except from governmental sources, 
direct or indirect, with virtually nothing from builders, 
sash and blind makers and other customary users of 
glass, while stocks are being depleted all the time. 

It has not yet been determined when glass production 
will be resumed in the fall or winter, nor is it known yet 
what action the Government purposes to take. In a ten- 
tative way Dec. 8 next is being considered as a time for 
resuming work but there is nothing certain about it; 
neither is it known what action the Government will 
take regarding fuel and materials. 

Window glass prices are unchanged, as follows: Single 
strength, A and B, all sizes, 77 per cent; double strength, 
A, all sizes, 79 per cent; double strength B, all sizes, $1 
per cent, with AA quality ranging from 70 to 72 per cent 
discount from jobbers. 

WIRE NAILS.—Wire nails are scarce and becoming 
scarcer. One representative house received but two 
carloads from mills during the first three weeks of 
August, although ten thousand kegs were ordered and 
needed. Receipts during July were very light and such 
business as has been transacted was possible chiefly 
because of the moderate stock previously obtained. 
Promises from mill managers, that were made in good 
faith, became impossible of fulfillment. 

Wire nails to merchants, in store, are $4.75, 


carted by the jobber, $4.85 base per keg. 
and $5.35 de- 


To consumers the base is $5.25 in store, 


livered within carting limits. 

Cut Naits.—Cut nails are even in worse condition 
and scarcer than wire nails because of the limited mill 
capacity and few makers of cut nails, as production in 
this line has long been dwindling. The Government re- 
cently asked for 10,000 kegs which has served to further 
curtail the stocks from which to serve regular cus- 
tomers. A leading establishment in this territory has 
received but one carload of cut nails since July 1, and 
that was composed principally of odds and ends in 
sizes and kinds. 

Cut nails to merchants in store are $6 and when carted 


by the jobber, $6.10 base per keg. To consumers the base 
prices are relatively $6.30 and $6.40 per keg. 


and when 
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CLOTHES WRINGERS.—The American Wringer Co., 99 
Chambers Street, New York, in its advanced prices 
shown in a new price list being mailed to customers 
explains that governmental requirements are enormous 
and increasing as the army and navy grow larger. 
That production of iron and steel, although maintained 
at a maximum, there will be but little left for com- 
mercial purposes compared with normal consumption. 
One of the ways of helping the Government and troops 
in winning the war is to consume as little iron and steel 
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OFFICE 
Chicago, 
A= industries must work to win the war or go out 
of business. The Department of Labor at Wash- 
ington to-day sent notices to the various State Councils 
of Defense that they would demand one million laborers 
at once for war work in the United States and that they 
must be had regardless of the effect on industries not 
engaged in essential work. Notices are being sent to all 
manufacturers that they may file full and complete in- 
formation on work being done by them, the number of 
employees, the number desired, and those who can be 
spared. 

Shipments the last week from manufacturers to job- 
bers show a noticeable depreciation, proving conclu- 
sively that most manufacturers are engaged in war es- 
sentials and that from now on the amount of merchan- 
dise for domestic use will constitute a very small per- 
centage of their output. 

Jobbers are accepting orders on most items subject 
to stock on hand, prior sale, and war conditions. Orders 
for seasonable goods, which are generally placed at 
this time of the year for future delivery and subject to 
dating, with few exceptions, have been eliminated. All 
orders taken now are subject to immediate shipment at 
prices ruling the day the shipment is made. 

Orders for immediate delivery are ahead of last 
year; collections are satisfactory and show an increase 
over the corresponding week of a year ago. Reports 
from merchants are very optimistic and record-break- 
ing markets of farm produce is keeping money in plen- 
tiful supply. : 

BABBITT METAL.—Prices on babbitt metal remain 
firm. Jobbers have very light stocks on hand and re- 
placements are very hard to obtain from the manufac- 
turers. The demand continues very heavy both from 
industrial and farming districts. Prices are same as 
last. reported. 

We quote from jobbers’ stocks, f.o.b. Chicago: Standard 
babbitt metal, 13144c. per lb.; Cruso brand, 16c. per lb.; Tony 
brand, 19c. per lb.; Revenoc or Magnolia brands, 22c. per Ib. 

BUTCHER KNIvES.—Jobbers’ stocks continue to be 
badly depleted and are becoming more so every day. 
The demand far exceeds the supply, and all orders are 
taken subject to stock on hand. There has been no 
change in prices since reported last week. The jobber 
is unable to anticipate his wants, as manufacturers are 
from three to six weeks behind with their orders. 

We quote from jobbers’ stocks, f.o.b. Chicago: Butcher 
knives with coco-bolo handles, 6-in. blade, $5.25 per doz. ; 
7-in. blade, $6 per doz.; 8-in. blade, $7 per doz.; with ebony 
handle, 6-in,. blade, $5.75 per doz.; 7-in. blade, $7.50 per doz. ; 
8-in. blade, $9.25 per doz.; 10-in. blade, $12.75 per doz.; 
12-in. blade, $16.75 per doz.; 14-in. blade, $20.75 per doz.; 
beechwood handle, fastened with 3 saw-screw brass rivets, 
6-in. blade, $4.50 per doz.; 6%4-in. blade, $4.75 per doz.; 7-in. 
blade, $5.25 per doz.; 8-in. blade, $6.25 per doz.; 9-in. blade, 
$8.25 per doz.; 10-in. blade, $10 per doz.; 12-in. blade $13.50 
per doz.; 14-in. blade, $17 per doz. 

BUILDING PAPER.—While sales on building paper are 
reported below normal, there is a steady demand for 
repair work and from farming districts. Prices remain 
unchanged. 

We quote from jobbers’ stocks, f.o.b. Chicago: Red rosin 
sheathing paper, 20-lb. rolls, 60c. per roll; 25-Ib. rolls, 75c. 
per roll; 30-lb. rolls, 90c. per roll. 

ALARM CLOCKS.—Jobbers report exceptionally large 
sales on alarm clocks during this last week and claim 
that they have about half of their normal stock on hand. 
They are out of several numbers and are refusing to 
date any back orders, as the manufacturers will make 
no promises as to deliveries. 


We quote from jobbers’ stocks, f.o.b. Chicago: The Ameri- 
can alarm clock, in less than dozen lots, $10.04 per doz.; in 
dozen lots, $9.67 per doz.; in case lots of 4 doz., $9.43 per 
doz.; Lookout alarm clocks, less than dozen lots. $12.61 
per doz.; dozen lots, $12.24 per doz.; case lots of 2 dozen, 
$11.88 per doz.; Tatto alarm clocks, dozen lots, $21.82 per 
doz.: case lots of 50, $21.21 per doz.; The Slumber Stopper, 
radium dial, dozen lots, $27.28 per doz.; Big Ben and Baby 
Ben alarm clocks, $2 each. 
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as possible. This makes manufacturing more difficult 
and the company says it may not be able to fill orders 
for the variety of wringers specified. Also that there 
may be delays in shipments but that the very best 
will be done to meet the requirements of customers, 
if not with the brands and numbers that are specified, 
with others that will serve as well. In accordance 
with the request of the War Industries Board, the com- 
pany has eliminated many styles and sizes of wringers. 


AGO 


HAND TOILET CLIPPERS.—The shortage of hand toilet 
clippers is becoming more acute. Manufacturers are un- 
able to keep pace with the demands, owing to the short- 
age of steel and skilled labor. Jobbers’ stocks are badly 
broken. Manfacturers have eliminated several numbers 
and are only furnishing the standard patterns. Prices 
remain the same as last reported. 

We quote from jobbers’ stocks, f.o.b. Chicago: Yankee 
Clippers, $1.35 each; Success Clippers, $1.55 each; Triumph 
Clippers, $1.95 each; Khedive Clippers, $1.45 each. 

EAVES TROUGH AND GUTTER PIPE.—Jobbers’ stocks on 
eaves trough and gutter pipe are badly broken and all 
orders are taken subject to stock on hand. Owing to 
the scarcity of sheets, manufacturers are unable to 
make enough to meet the demands. There is very little 
eaves trough and gutter pipe to be had in this market. 
Prices remain unchanged. 

We quote from jobbers’ stocks, f.o.b. 
lap joint eaves trough, 5-in., $6 per 100 
ductor pipe, 3-in., $6.30 per 100 ft. 

FILES.—Manufacturing trade, machine shops and the 
farming districts are consuming unusually large quan- 
tities of files. Jobbers’ stocks are very low and on 
several numbers they are entirely out. Manufacturers 
are working day and night endeavoring to meet the 
demand. Prices are held very firm and are same as last 
reported. 

_ We quote from jobbers’ stocks, f.0.b, Chicago, the follow- 
ing discounts from standard lists: Nicholson files, 50-2% ; 
New American, 60; Disston, 50-5; Black Diamond, 50 

GARDEN TQOLS.—Jobbers report that they have an 

unusually large amount of orders placed with them 
for future delivery and that the dealers are anticipat- 
ing their requirements further ahead than ever. All 
orders, by the jobber, are taken with the understanding 
that they will be shipped as promptly as possible on the 
date designated on the orders, but that all sales are con- 
tingent upon war conditions. 
We quote from jobbers’ f.o.b. Chicago: 
Spades.—In half doz. lots, DD handle, No. 2, size 
» X 12, $12.25 per doz.; long handle, $10.75 per doz. ; Green- 
leaf’s D handle, No. 2, $13.75 per doz.: Greenleaf’s long 
spade, No. 2, $13.75 per doz.; spading* forks, D handle, 4 
tine, No. 043, $10.25 per doz. 

Surface Edge Cutters.—% x 5, $7.75 
mers, $8.40 per doz. 

Garden Trowels.—One-piece steel, 90c. per doz.; polished 
steel with riveted shank, 6-in., 95c. per doz.; 7-in., $1.05 per 
doz.; 8-in., $1.15 per doz.; solid socket tempered steel, 6-in. 
$6.20 per doz. e 

Rakes.—Solid steel rakes with polished edges and gray 
teeth, 12-in., $8 per doz.; 14-in., $8.75 per doz.; 16-in., $9.50 
per doz. Malleable iron rakes with curved teeth, 10-in., 
$3.90 per doz.; 12-in., $4.40 per doz.; 14-in., $4.60 per doz 
16-in., $5.00 per doz.; malleable wrench with straight steel? 
teeth, 12%-in., $5.20 per doz.; 14%4-in., $5.50 per doz.; 16% 
in., $5 z.; Wire tooth long rakes, 24-tooth, $5.50 per 
doz.; 28 per doz.: Ole Olson lawn rakes, bent 
head or straight head, 26-tooth, $5.60 per doz.; wooden hay 
rakes, 20-tooth, $4 per doz.; 10-tooth. $3 per doz.; Gem 
Dandelion rake for everything but leaves, I6-in., $17.50 
per doz.; 24-in., $22 per doz. 

Garden Hoes.—High grade razor steel welded to a soft 
steel back, all sizes, $8.75 per doz.; solid socket, cast stee? 
with polished blades, 6 to 8 in., No. 12, $7.50 per doz.; No. 
13, $7 per doz.; blued finish hoes, 7%-in. blades, 4%-ft. 
handle, riveted shank, $3.15 per doz.; 7%-in. blade, 414-ft 
handle, socket shank, $3.85 per doz. 

Scythes and snaths orders are solicited without price, 
to be billed out at best prices ruling at time of shipment. 


GLASS, PUTTY AND GLAZIERS’ POINTS.—The demand 
for glass, putty and glaziers’ points still remain below 
normal. This is accounted for by the falling off of the 
building industry. Jobbers have ample stocks on hand 
to meet all demands. 

We quote from jobbers’ stocks, f.o.b. Chicago: Single 
strength A, first three brackets up to 5f-in., 80 per cent 
off; above the third bracket, 79 per cent off; single strength 
B, first three brackets, 82 per cent off; all sizes of double 
strength A, 80 per cent off. 

We quote from jobbers’ stocks, f.o.b. Chicago. as follows: 
Putty, in 100-Ib. kits, $3.35; glaziers’ points, No. 1, large 
No. 2, medium and No. 3 small. 1 doz. in a package, 60c 
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GUNS AND AMMUNITION.—Jobbers are accepting or- 
ders only subject to stock on hand. Sales are reported, 
both by the jobber and retailer, as being very good. 
Jobbers’ stocks are very low and deliveries from the 
manufacturers uncertain. Prices remain the same as 
last reported. 

We quote from jobbers’ 
barrel shotguns, 12-gage, 
extractor, $7 each; with 
12-gage double barrel guns, 
hammerless, $17.50 each. 

No. 22 short semi-smokeless, $5 per thowsand; No. 32 
short, rim fire, semi-smokeless, $11.75 per thousand; No. 22 
long, semi-smokeless, $6 per thousand; No. 32 long, semi- 
smokeless, rim fire, $13.50 per thousand; 20-6 per cent dis- 
count. Prices on shells are as follows: Peters’ Target, 
smokeless, 3 drams powder, 14%, oz. shot, 1 to 10, $48 per 
thousand; Peters’ Referee, semi-smokeless, 3 drams powder, 
7-oz. shot, 1 to 10, $37 per thousand. Discount 20-4-% per 
cent. 

GALVANIZED WARE.—Even at the new prices which 
went into effect last week on galvanized ware, unusually 
large sales have been reported during the week. It no 
longer remains the question of price, but the question of 
getting the goods. Jobbers’ stocks are very low and all 
orders are taken subject to stock on hand. 

We quote from jobbers’ stocks, f.o.b. Chicago: Standard 
galvanized tubs, No. 0, $12.35 per doz.; No. 1, $15.20 per 
doz.; No. 2, $17.10 per doz.; No. 3, $20.00 per doz.; medium 
grade, heavy galvanized tubs, No. 100s, $22.30 per doz.; 
No. 200s, $25.20 per doz.; No. 300s, $28 per doz.; common 
galvanized pails, 8-qt., $4.70 per doz.; 10-qt., $5.30 per doz.; 
12-qt., $5.85 per doz.; 14-qt., $9.15 per _doz.; 16-qt., $10 per 
doz.; 18-qt., $11.60 per doz.; 20-qt., $15.20 per doz. 

GRANITE WARE.—The sizes and patterns on granite 
ware have been cut at least 50 per cent. Jobbers’ stocks 
are very low and orders are only accepted subject to 
prices ruling the date of shipment and subject to stock 
on hand, as the output of manufacturers is practically 
being taken over by the Government, leaving a very 
small percentage to be obtained for domestic purposes. 


IcE CREAM FREEZERS.—Orders for ice cream freezers 
for immediate shipment either from stock or factory 
are being accepted at present prices, no dating being 
allowed. Manufacturers are taking orders for only 
about 50 per cent of their last year’s output. All or- 
ders are taken subject to war conditions. 

We quote from jobbers’ stocks, f.o.b. Chicago: White 
Mountain Freezer, 1-qt., $2.40 each; 2-qt., $3.00 each; 3-at., 
$3.60 each; “4-qt., $4.25 each; 6-qt., $5.40 each; 8-qt., $6.95 
each; 10-qt., $8.85 each; 12-qt., $11.25 each; 15-qt., $13.35 
each; 20-qt., $17.30 each; 25-qt., $22.20 each. 

The improved Arctie Tee Cream Freezer, 1-qt., $2.00 each; 
2-qt., $2.40 each; 3-qt., $2.75 each; 4-qt., $3.45 each; 6-qt., 
$4.35 each; 8-qt., $5.60 each; 10-qt., $7.30 each; 12-qt, $8.70 
each; 15-qt., $12.15 each. 

LACE LEATHER.—The demand for laceyleather con- 
tinues very heavy, both from manufacturing and agri- 
cultural districts. Jobbers’ stocks are fair and all 
orders are being placed promtly. Prices remain un- 
changed. 

We quote from jobbers’ stock, f.o.b. Chicago: 
lace leather, %-in., $1.65 per 100 ft. 

Nuts, BoLTs AND LAG ScrEws.—The demand for 
nuts, bolts and lag screws continues very heavy. The 
Government has been in the market for large quantities 
and there will be very little of this product to be had 
in the future for domestic purposes. Jobbers’ stocks 


stocks, f.o.b. Chicago: Single 
30 or 32-in. barrels, with plain 
automatic ejector, $7.35 each; 
with hammer, $14.50 each, 


Rawhide 


are very light, and it is reported that they are out of 


some sizes. Prices remain firm. 

We quote from jobbers’ stocks, f.o.b. Chicago: Machine 
bolts up to % x 4 in., 40 per cent discount; larger sizes 
30 per cent discount; carriage bolts up to % x 6 in., 30-5 
per cent discount; larger sizes, 20-24% per cent discount: 
hot pressed nuts, square, $1.05 off, and hexagon, 85c. off 
per 100 lb. Lag screws 40-10-2% per cent discount. 

NAILs.—There has been no change in the nail situa- 
tion since last reported. Jobbers are able to obtain 
only a limited amount for domestic use and are distrib- 
uting their stocks with a great deal of caution, limiting 
prrchases to one keg of a size to a customer. 

We quote from jobbers’ stocks, f.o.b. Chicago: Common 

wire nails, $4.50 per keg, base; cement coated nails, $4.40 
per keg, base; steel cut nails, $5 per keg, base. Jobbers 
have no iron cut nails. All nail shipments limited. 
_ APPLE PARERS.—AIl reports gathered from salesmen 
indicate that there will be an unusually large apple 
crop this year, and that the demand for apple parers 
will be very heavy. Jobbers have very few apple parers 
on hand and manufacturers have cut their output for 
this year, so it is advisable that all dealers anticipate 
their wants on apple parers, as the first orders re- 
ceived will be the ones to be filled. 

We quote from jobbers’ stocks, f.o.b. Chicago: Reading 
Hardware Co.’s No. 78 apple parer, $11.40 per doz.; White 
Mountain apple parer, $8.40 per doz.; Turn-Table apple 
parer, $11.40 per doz. 

RAZORS AND RAZOR BLADES.—The entire output of the 
Gillette safety razors and blades is being consumed by 
the Government, also all of the Auto-Strop razors; 
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however, Auto-Strop blades can be had in small quan- 
tities. Jobbers have very few razors or razor blades on 
hand of any description. 

We quote from jobbers’ stocks, f.o.b. Chicago: Full hol- 
low ground, open blade razors, square point, flat rubber 
handles, $17.25 per doz.; three-quarters hollow ground, 
square point, oval rubber handles, $14.75 per doz. 

Safety Razors.—We quote from jobbers’ stocks, f.o.b. Chi- 
cago, as follows: Gillette, $45 per doz.; Auto-Strop, $45 
per doz.; Gem, in one doz. lots, $8.40 per doz.; 3 dozen lots, 
$8 per doz.; Ever-Ready, in one doz. lots, $8.40 per doz.; 3 
dozen lots, $8 per doz. 

Blades.—_We quote from jobbers’ stocks, f.o.b. Chicago: 
Gem, in 1 dozen sets, 7 blades to a set, $4.20 per doz. sets; 
Ever-Ready, 1 card containing 1 gross blades, % doz. to a 
package, 24 packages to the card, $6.72; Gillette, in 1 dozen 
packages, 6 blades to the package, $450; Gillette, in 1 
dozen packages, 12 blades to a package, $9. Auto-Strop, 
No. 010%, im dozen packages, 6 blades to a package, $4.50; 
Auto-Strop No. 610, in dozen packages, 12 blades to a 
package, $9. 

Rope.—The Government continues to be the heaviest 
buyer of rope, and has curtailed the amount of hemp to 
be used for other than Government purposes. Jobbers’ 
stocks are very light, having very little commercial rope 
on hand. The differential on all grades of manila rope 
has been increased %c. per lb. and the basis size has 
been changed from %-in. dia. to %-in. dia. The fol- 
lowing is the new schedule applying on regular 3-strand 
rope: 

Dia. 

3/16” 

“,” 


“Threads” Differential 
6-thd. fine 2l%4c. above basis 
he | 2c. above basis 
12-thd. 1%c. above basis 

7/16” 15-thd. 

%” Vi, q le 

9/16” 

56” 2 33-thd. 1%c. above basis 

4” 24%” and larger sizes Basis Price 

All 4-strand rope (as formerly) lc. per lb, extra, except 
bolt rope and transmission rope. 

We quote from jobbers’ stocks, fo.b. Chicago, as follows 
No. 1 manila rope, 33%c. per lb. base; No. 2 manila rope, 
32%c. per lb. base; No. 3 manila rope, 28%c. per Ib., base; 
sisal rope, No. 1, 23%c. per Ilb.; No. 2, 20%c. per lb. 


SAND PAPER.—Sales on sand paper are reported very 
satisfactory for this last week. The demand is espe- 
cially heavy from industrial plants. Jobbers have fair 
stocks on hand and are filling all orders promptly. 

We quote from jobbers’ stocks, f.o.b. Chicago, as follows: 
No. 1 sand paper, best grade, $6 per ream; cheaper grade 
$5.40 per ream. 

Screws.—The demand for screws continues very 
heavy and jobbers’ stocks remains badly broken. From 
now on, deliveries on screws will be very hard to obtain 
from the manufacturer. The Government undoubtedly, 
will require most of the output. 

We quote from jobbers’ stocks, f.o.b. Chicago: Flat head 
bright serews, 70-10-10; round head blued, 65-10-10; flat 
head brass, 42%4-10-5; round head brass, 40-10-5. 

SoLpER.—A limit of one hundred pounds of solder to 
a customer has been put into effect since the 15th of 
August. All orders for solder are taken subject to stock 
on hand and at price ruling on the date of shipment. 


From jobbers’ stocks, f.o.b. Chicago: Warranted half 
and half solder, 64c. per lb.; No. 1 plumbers’, 58c. per Ib. 


STEEL Propucts.—There has been no change re- 
ported in the steel situation. Steel sheets are just as 
hard to obtain as ever and jobbers have very few of 
them in stock. 

We quote from jobbers’ stocks, f.o.b. 
black sheets, $6.45 per 100 Ibs.; 
per 100 lb. 

Saws (Cross-cut and Wood).—Jobbers are accepting 
orders only subject to stock on hand. The demand for 
saws of all kinds continues very heavy and manufac- 
turers claim that they will be unable to make enough 
to meet the demands. There is a serious shortage of 
skilled labor and raw material. 

We quote from jobbers’ stocks, f.o.b. Chicago: Cross-cut, 
2-man, hollow back, with champion tooth, E-8 Disston, No 
5, $1.75 each; No. 5%, $1.93; No. 6, $2.10; No. 6%, $2.28: 
2-man, crown pattern, common tooth, Disston, No. 4, $2.40 
each; No. 4%, $2.65; No. 5, $3; No. 5%, $3.30; No. 6, $3.60; 
Disston’s 1-man, No. 23 pattern, No. 2%, $1.88 each; No. 
33 a: No. 3%, $2.62; No. 4, $3.00; No. 4%, $3.38; No. 5, 


‘ 
5/16” 


above basis 


No. 28 
$7.70 


Chicago: 
galvanized sheets, 


Buck Saws.—Best grade, $15.20 per doz.; medium, $12.40 
per doz.; cheap, $10.50 per doz. 

SASH Corp AND SASH WEIGHTS.—Prices on Silver 
Lake Sash Cord and Sampson Sash Cord advanced 10 
per cent during the last week. Jobbers have a fair stock 
on hand, the demand being below normal. The price on 
sash weights remains the same as last reported, but 
iobbers have very few of them in stock and deliveries 
from the foundries continue very slow. 

Best grade 


We quote from jobbers’ stocks, f.o.b. Chicago: 
Silver Lake Sash cord, No. 7, $20.25 per doz.; best gerade 
Sampson Sash cord, No. 7, $20.35 per doz.; Revenoc, No. 7, 
$13.10 per doz. 

Sash Weights.—From jobbers’ stocks, f.o.b. Chicago: In 
ton lots, $48.60 per ton; in smaller lots, $49.50 per ton. 
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STOVE, PIPE AND STOVE BoARD.—Owing to the short- 
age of steel sheets, jobbers have withdrawn all prices 
on stove pipe and elbows and will not accept orders. 
Dealers, however, who anticipated their wants earlier 
in the season will now receive small allotment. Job- 
bers’ stocks are very low. 

We quote from jobbers’ stocks, 
crystal stove boards, wood lined, 24 x 24, $11.60 per doz.; 
26 x 26, $13.65 per doz.; 28 x 28, $16 per doz.; 30 x 30, 
$18.05 per doz.; 33 x 33, $21.70 per doz.; 36 x 36, $25.95 per 
doz.; Square crystal stove boards, paper lined, 18 x 18, 
$6.20 per doz.; 24 x 24, $7.50 per doz.; 26 x 26, $8.30 per 
doz.; 28 x 28, $9.20 per doz.; 30 x 30, $10.90 per doz.; 32 x 
32, $12.90 per doz.; 35 x 35, $16.15 per doz. Prices subject 
to 10 per cent discount in case lots. 


STEEL TRAPS.—Reports from salesmen received dur- 
ing the last week indicate that the retailer is anticipat- 
ing his wants for next season and very satisfactory or- 
ders are being placed for future deliveries. Jobbers’ 
stocks are below normal and prices remain the same 
as last reported. 

We quote from jobbers’ stocks, f.o.b. Chicago: Victor 
traps, No. 0, $1.40 per doz.; No. 1, $1.65 per doz.; No. 1%, 
$2.48 per doz.; No. 2, $3.46 per doz.; No. 3, $4.61 per doz.; 
No. 4, $5.44 per doz.; No. 91, $2.32 per doz; No. 91%, $3.29 
per doz. 

Oneida Jump Traps.—No. 0, $1.91 per doz.; No. 1, $2.25 
per doz.; No. 1%, $3.36 per doz.; No. 2, $4.94 per doz.; No. 
3, $6.58 per doz.; No. 4, $7.75 per doz.; No. 12, $5.40 per 
doz.; No. 13, $7.04 per doz.; No. 14, $8.21 per doz; No. 91, 
$2.81 per doz.; No. 91%, $3.99 per doz. 

Newhouse Traps.—No. 0, $3.09 per doz.; No. 1, $3.63 per 
doz.; No. 1%, $5.44 per doz.; No. 2, $8.04 per doz.; No. 3, 


f.o.b. Chicago: Square 
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$10.78 per doz.; No. 4, $12.65 per doz. All prices include 


chains. 

Tacks.—Sales on tacks continue very heavy, espe- 
cially from the manufacturing districts. Retail sales 
over the counter continue to be very light. Jobbers have 
fair stocks on hand and are filling all orders promptly. 


Upholster- 


We quote from jobbers’ stocks, f.o.b. Chicago: 
bill posters’ 


ers’ stocks, 6 oz., 25-lb. boxes, 20c. per Ib.; 
tacks, 6 oz., 25-lb. boxes, 19c. per Ib. 

WRAPPING PAPER.—Sales on wrapping paper con- 
tinue well above normal. Jobbers have small stocks on 
hand and report that deliveries from the paper mills are 
very slow. Prices remain the same as last reported. 

We quote from stocks, f.o.b. Chicago: Krafts’ 
No. 30 wrapping 12c. per Ib.; Express, $6.90 per 
100 Ib. 

WIRE Propucts.—Manufacturers of wire cloth and 
poultry netting have not made any prices for next 
season’s business, and will not take orders for future 
shipment. Jobbers will accept orders only subject to 
stock on hand for immediate shipment, invoice to date 
when shipment is made and at price ruling when order 
is taken. 


We quote from jobbers’ stocks, f.o.b. Chicago: Poultry 
netting as follows: Galvanized before weaving, 50 per cent 
discount; galvanized after 45 per cent discount 
from list. 

We quote from jobbers’ 
black wire cloth, $2.25 per 100 sq. ft. base. This price of 
$2.25 is for sizes between 24-in. and 48-in. The 18-in., 
20-in. and 22-in. took an advance of 10c per hundred. 


jobbers’ 
paper, 


weaving, 


prices, f.o.b. Chicago: 12-mesh, 
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OFFICE OF HARDWARE AGE, 
Pittsburgh, Aug. 27. 


HE needs of our Government for steel for war sup- 
plies continue to grow rapidly, and on Thursday, 
Aug. 22, a meeting of the special sub-committee of the 
steel manufacturers was held at Washington, D. C., 
with different committees of the Government on steel 
supply, at which the whole situation was gone over most 
carefully. Plans were outlined by which it is hoped to 
increase the output of steel over the remainder of this 
year, and the manufacturers have pledged themselves to 
do everything within their power to speed up production. 
The Government estimates that it will need over the re- 
mainder of this year not less than 22,000,000 tons of 
finished steel in various forms, and the amount may be 
larger. As against this, the steel producers estimate the 
maximum output for the rest of the year at not over 
20,000,000 tons, and it will take the most favorable 
operating conditions to turn out this quantity. In order 
that the matter of the needs of the Government in steel 
for this year may be intelligently known by all the steel 
makers, a general meeting of the steel trade is to be 
held in New York, on Wednesday, Aug. 28, at which 
will be present representatives from the different de- 
partments of the Government who will explain to the 
steel makers just what the needs are for the rest of this 
year, and to discuss plans for meeting them. In the 
order named, the needs of the Government are for ship, 
munitions and railroad steel. The Director of Steel 
Supply, J. L. Replogle, was in Pittsburgh last week, con- 
ferring with a number of the larger steel makers here 
in order to find out exact conditions, and report to the 
War Industries Board just what may be expected from 
the Pittsburgh steel concerns in the way of output for 
the rest of this year. One thing is certain, and that is 
that the supply of steel to concerns not making strictly 
war essentials is going to be absolutely cut off. This 
is shown by the fact that the builders of pleasure auto- 
mobiles have been advised to put themselves on a 100 
per cent war basis by Jan. 1, next. This means that 
there will be few pleasure cars built next year, possibly 
none at all. To-day this country is making practically 
every pound of steel that it can with present capacity, 
and there cannot be any new capacity built within a 
year or 18 months, so that the only way to increase the 
supply of steel to concerns working on war essentials 
is to take it away from those concerns that are making 
products not absolutely essential to the winning of the 
war, and this will be p Men 
At present there is a very great shortage in the sup- 
ply of pig iron and semi-finished steel, and no way under 
which the output can be increased. There is also a 
shortage in supply of coal, and evéry effort is being 
made to increase the output. These are all operating to 
keep down the output of war steel, and a serious short- 
age in the supply over the rest of this year seems cer- 
tain. Only last week, large Government orders for shell 
steel were placed with the wire and wire nail mills, and 


this is going to cut down the output of these products 
very much. The steel makers and the Government are 
up against some very perplexing problems, and just how 
they will be worked out is causing a good deal of con- 
cern to everybody. 

Large orders placed by the Government lately include 
20,000 more cars for shipment to France, also 21,000 
tons of plain wire, 2600 tons of wire rope and about 
100,000 kegs of wire nails for this country and for 
France. Nearly all these are 8d and 10d, and already 
25,000 kegs or more have been allocated to the mills. It 
now seems that it will be the policy of our Government 
to put men in France as fast as they can, get them to 
the front, and try to win the war next year. 

General conditions in the jobbing and retail hardware 
trades are only fairly satisfactory. The great trouble 
for months has been to get goods, and this is getting 
worse as time goes on. The manufacture of many lines 
of goods carried by the hardware trade has been practi- 
cally stopped, others will be, while on goods still being 
made and sold by the hardware trade, deliveries of these 
goods to the jobbers are so hard to obtain, and the 
quantities are so small, that stocks are badly broken, 
and are lighter than they have ever been. On some lines 
of goods, stocks are entirely depleted, and jobbers have 
stopped trying to get them. Two local jobbers did not 
carry refrigerators this year, as they could not get 
promises of satisfactory shipments. In addition, the 
competition in these and other goods from the depart- 
ment stores has become so keen, that profits have almost 
disappeared. 

The conditions under which jobbers and retailers can 
secure goods are very clearly given in a letter sent out 
under recent date by Andrew Wheeler, Chief of Bureau 
of Warehouse Distribution, and printed in full in the 
Chicago report in HARDWARE AGE, issue of Aug. 22, 
pages 66 and 67. We recommend that those interested 
keep this for reference. 

Collections are reported fairly good, and the tighten- 
ing of the money market in some sections has not as 
yet seriously affected business. The cool weather of 
the past two weeks has helped trade a good deal. 


BUILDING PAPER.—Sales of this product for some 
months have been very slow, and there will not likely 
be any betterment while the war lasts. The Government 
frowns on any new building operations not essential 
to the winning of the war. Stocks of makers and job- 
bers are large, and ample to meet the dull demand for a 
long time. Prices show no change. 


Botts AND Nuts.—Makers continue to report that 
90 per cent or more of their output is going to the Gov- 
ernment on essentials. Very often, shipments of a car- 
load, and sometimes two or three carloads are made by 
express, instead of freight, in order to expedite quick 
delivery. The shortage in steel and in men is keeping 
output of nuts and bolts down to about 75 per cent of 
normal. Makers report the discounts very firm, and for 
third quarter are as follows: 
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3 x 4 in.; smaller and shorter, 
rolled threads, 50-10 off list; cut threads, 50-5 off list; larger 
and longer sizes, 40-10 off list. Machine bolts, c.p.c. and t. 
nuts, blank, 2.25c. per Ib. off list; c.p.c. and t. square and 
longer, 35-5 off list. Carriage bolts, 3% x 6 in.; smaller and 
shorter, rolled threads, 50-5 off list; cut threads, 40-10-5 off 
list; larger and longer sizes, 40 off list; lag bolts, 50-10 off 


Machine bolts, h.p. nuts, 


list; plow bolts, Nos. 1, 2, 3, 50 off list; hot pressed nuts, 
square blank, 2.50c. per lb. off list; hot pressed nuts hexa- 
gon blank, 2.30c. per lb. off list; hot pressed nuts, square 
tapped, 2.30c. per Ib. off list; hot pressed nuts, hexagon 
tapped, 2.10c. per lb. off list; c.p.c. and t. square and hexagon 
nuts, blank, 2.25c. per lb. off list; ¢c.p.c. and t. square and 
hexagon nuts, tapped, 2.00c. per lb. off list. Semi-finished 
hexagon nuts, 5 in. and larger, 60-10-10 off list; 9/16 in. 
and smaller, 70-5 off list; stove bolts, 70-10 off list; stove 
bolts, 2% per cent extra for bulk; tire bolts, 50-10-5 per 
cent off list. The above discounts are from present lists now 


in effect. All prices carry standard extras. 

Cut NaiLts.—The new demand is only fair, and the 
output of cut nails is not more than 50 per cent of 
normal, if that large. Jobbers’ stocks are very low, and 
shipments by the mills are slow. The prices quoted 
below on cut nails are for carloads and larger lots, job- 
bers charging the usual advances to the trade for small 
lots from store. 

We quote cut nails in carloads and larger lots at $4 base 
per keg, f.o.b. Pittsburgh. jobbers and retailers charging $4.50 
and $4.75 per keg in small lots from store. 

GUNS AND AMMUNITION.—Jobbers are accepting 
orders from the trade subject to their ability to fill. 
Stocks are very low, and deliveries from the manu- 
facturers are held up, and are most unsatisfactory. 
Prices have not advanced lately, but some manufac- 
turers are quoting only on specific orders. 

IRON AND STEEL Bars.—The matter of allowing the 
implement makers a concession of $5 per ton in prices 
on steel bars has been held up for the time being, but 
is certain to be granted. There have been severe pro- 
tests against this reduction from other consumers of 
steel bars, who insist that they should be allowed the 
same concession. There is no doubt but that there is 
more or less politics in this matter, but some definite 
and final announcement about the $5 reduction is looked 
for this week. The Government is still taking nearly all 
the soft steel bars being made, but the demand for iron 
bars is not so active, and some bar iron mills can ship 
out fairly promptly on new orders. The prices quoted 
below are for carloads and larger lots, jobbers charging 
the usual advances for small lots from store. 

We quote steel bars rolled from old steel rails at 3c.; 
steel billets, 2.90c., and refined iron bars, 3.50c., f.o.b. 
burgh. 

RAZORS AND RAZOR BLADES.—The new demand is 
enormously heavy, but there is a great shortage in the 
supply. Jobbers are cutting down quantities ordered 
by the retail trade, in an endeavor to distribute their 
small stocks as equitably as they can. All the large 
razor manufacturers are very much behind in ship- 
ments, and say the shortage in steel, difficulty in getting 
it, and also the scarcity of men, are reducing their out- 
put very much. There is no change in prices. 


The great and growing scarcity in the sup- 
ply of sheet bars is keeping down output of sheets to 
about 50 per cent of normal. Last week the sheet mills 
of one large concern were idle for lack of steel. The 
Government has not placed any large orders lately, but 
is buying in fair sized lots nearly every day. Mills are 
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OFFICE OF HARDWARE AGE, 
Boston, Aug. 24, 1918. 
ENERALLY speaking, the local shelf hardware 
dealers are shipping considerably more goods than 
they were a year ago. These shipments, however, do 
not represent business booked since salesmen started 
out on the road last Tuesday. They are on the accu- 
mulation of held-over summer season orders and on 
those orders placed some time ago by the retail trade 
in anticipation. New orders are just beginning to come 
in in volume, but it is a little early to comment upon 
them, for they really do not show how the trade is 
lining up. By the end of another week we should 
be able to get a line on fall business. 

Judging from an inspection of retail stores, the trade 
has not much stock, according to salesmen’s reports 
coming in. It would appear then that the fall season 
should be a busy one for the jobber. Many of the local 
jobbers have instructed salesmen to urge upon the re- 
tail trade to buy everything except seasonable goods 
in a hand-to-mouth way. Such action was taken be- 
cause a large percentage of the retail trade is inclined 
to stock up with spring and summer goods, whenever 
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sold up on Government and commercial business for 
three or four months ahead. The prices quoted below 
on the different grades of sheets are in carload lots at 
mill, jobbers and retailers charging the usual advances 
for small lots. 

Maximum prices on sheets in carloads and larger lots are 
as follows: Nos. 9 and 10 blue annealed sheets at 4.25¢.; No 
28 Bessemer black, 5c., and No. 28 galvanized, 6.25c., rolled 
from either Bessemer or open hearth stock, all f.o.b. mill, 
Pittsburgh, in carload and larger lots, actual freight to point 
of delivery added. Dealers will charge the usual advance 
for small lots from store. 

TIN PLATE.—The output of tin plate is still keeping 
up to 90 and 95 per cent, and will likely continue doing 
so over the remainder of this year. The output of tin 
plate for the first six months of this year is unofficially 
put at 20,000,000 boxes, which is a remarkable record, 
when the scarcity of steel and of men is considered. The 
supply of pig tin is better than for some time, and prices 
are lower. The entire output of tin plate for all of this 
year is sold up, and the makers fully believe they will 
be able to meet the enormous demand for food containers 
for our own country, and for our Allies. There is ab- 
solutely no shortage in the supply of tin plate as re- 
ported. Black plate specialties, formerly rolled on tin 
plate mills, are now being rolled to a considerable ex- 
tent by sheet mills, to enable the tin plate mills to 
produce more coke tin plate. 


We quote coke tin plates on contracts and in small lots at 
$7.75 per base box, f.o.b. mill, Pittsburgh, effective Nov. 7, 
prices on all sizes of terne plates are as follows: 
Omer eee re 15.00 per package 
MORE: > 5; 5x rae Rel rin brads MR ae we oie ecae 15.30 per package 
Pree ree ee eee eee eee eee 17.00 per package 
Se Pe ee eee er re rer? 18.00 per package 
0 Ib—IC per package 
> Ib.—IC per package 
) Ib—IC per package 
MMs each s Geese oene eens eo 55060000 kee ee Eee 
DP PB. a vic cic csevssracsscccccessccns see ae Benne 
WIRE Propucts.—The Government has just placed 
orders for 21,000 tons of plain wire, 2600 tons of wire 
rope and about 100,000 kegs of wire nails, a good part 
of all these contracts being for shipment to France. 
Wire mills have lately been ordered by the Government 
to turn out large quantities of shell steel, and this 
means that the output of wire and wire nails will be 
still further reduced. For some time output has not 
been over about 60 per cent of capacity, and it may now 
be reduced to 35 per cent or less. Stocks held by jobbers 
are very low, and the outlook for them getting larger 
is very discouraging. Mills are turning down inquiries 
every day on which they would like to quote, but say 
they cannot furnish the material, and are back in de- 
liveries on orders for the Government. Official prices in 
effect for this quarter, in carloads and larger lots, on 
which jobbers charge the usual advances for small lots 
from store, are as follows: 

Wire nails, $3.50 base per keg; galvanized, l-in. and 
longer, including large-head barb roofing nails, taking an ad- 
vance over this price of $2, and shorter than 1-in., $2.50. 
Bright basic wire, $3.35 per 100 lb.; annealed fence wire, 
Nos. 6 to 9, $3.25; galvanized wire, $3.95; galvanized barb 
wire and fence staples, $4.35; painted barb wire, $3.65; pol- 
ished fence staples, $3.85;; cement coated nails, $3.40 base; 
these prices being subject to the usual advances for the 
smaller trade, all f.o.b. Pittsburgh, freight added to point 
ot delivery, terms 60 days net, less 2 per cent off for cash in 
10 days. Discounts on woven-wire fencing are 47 per cent 
off list for carload lots, 46 per cent for 1000-rod lots, and 
45 per cent off for small lots, f.o.b. Pittsburgh. 
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possible, on the belief that prices during the coming 
year will be very much higher than quoted today. Nat- 
urally the jobber is willing to accept any business he 
can get, but at this time there is a certain danger in 
taking out-of-season goods. 

With the continued flotation of Liberty Loans, the 
sale of thrift stamps, and the constant call for "cash 
contributions for the Red Cross and other factors doing 
war work on the other side of the Atlantic, the chances 
are that money will continue to grow more and more 
difficult to obtain for other than absolutely essential 
trades. The jobber, therefore, feels that the retail 
hardware dealer should go as slow as possible on out- 
of-season goods and confine himself to seasonable ware, 
which is none too plentiful or cheap. 

The heavy hardware situation is unchanged, except 
that it is a little more difficult to get supplies. The 
cost of new supplies is out of keeping with prices 
quoted by the local jobbers and it is hoped that the 
Government will modify its stand in regard to the 
latter. So far as can be learned there is no profit- 
eering among the local heavy hardware trade. On 
the contrary, the margin of profit constantly is grow- 
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ing smaller and on several lines of goods is down to 
practically nothing. The local trade is strictly con- 
fining itself to Government rules. All sales are classi- 
fied, sorted and presented monthly to Washington. 
This process costs the jobber a lot of money and time, 
all of which subtracts from net profits. The mem- 
bers of the firms are gradually giving less attention 
to the details of their business and more to Govern- 
ment regulation. 

Both the heavy and shelf ware jobbers will be hard 
hit by the new draft. Firms who have a dozen or 
more men each in the service as a result of the first 
draft will probably lose an equal number or more on 
the new draft. All of which means that new help 
must be secured and broken into positions, or that de- 
partments will have to be consolidated. In the latter 
case there is bound to be more or less congestion of 
orders because of the Government regulations. Con- 
gestion will mean a slowing up in the movement of 
hardware and less efficiency right down the line from 
the mill and manufacturer to the actual consumer. 


ANviILs.—The market for anvils is stronger than 
ever. The recent Government regulations as to sizes 
naturally will cut down the supply, which already is 
not large enough to accommodate the demand. The 
shipyards continue the largest buyers. 
jobbers’ stocks: Standard makes, 


We quote from 


per lb. 

AXES.—By this time the retail dealer located in 
Maine, New Hampshire and Vermont should realize 
that axes are extremely scarce. Surely enough has 
been printed to prove this fact. Yet many of the or- 
ders being received by local jobbers contain compara- 
tively large requests for axes. Judging from the pres- 
ent outlook axes will be scarce throughout the winter 
and spring. 

We quote from jobbers’ stocks: Single bit 
$17 a doz.; double bit axes, $19 to $21 a doz. 

BARBED WiRE.—Barbed wire is a scarce article and 
will continue to be just so long as the Allies nee 
large amounts of it to fight the Huns. The mills, 
is understood, have more orders on their books Fa 
they possibly can fill during the next two or three 
months. 

We quote from jobbers’ stocks: Barbed and plain twist, 
pony reels, $5.85 per 100 lb.; eight-rod reels, $5.25. Plain 
twist, $5.05 per 100 Ib. Staple in whole casks, $5.85; in 
broken casks, $7. 

Botts AND NUTS. —Occasionally a local jobber gets 
a shipment of bolts and nuts from the mills, but as 
most of these goods previously were sold the local 
supply question is no better. There is an actual short- 
age of certain sizes and no large supply of anything. 
Machine bolts with S. F. 


axes, $15 to 


We quote from jobbers’ stocks: 
nuts, same as with H. P. nuts, less 10 per cent, plus semi- 
finished nuts, at 50 and 10 per cent; machine bolts with 
Cc. T. and D. nuts, 4 x % in. and smaller, 29 per cent dis- 
count; 44% x % in. and larger, 15 per cent discount; with 
H. P. nuts, 4 x *% in. and smaller, 25 per cent discount; 
4% x % in. and larger, 20 per cent discount; common car- 

6 x % in. and smaller, 25 per cent discount; 
6% § in. and larger, 15 per cent discount; store bolts, 
1000 lots, 60 per cent discount; bolt ends, 20 per cent dis- 
count. Semi-finished nuts, 9/16 in. and smaller, 60 per 
cent discount; % in. and larger, 50 and 10 per cent dis- 
count; finished case and hardened nuts, 50 per cent dis- 
count; C. T. and D. or H. P. nuts, blank or tapped, 200-lb. 
kegs, list plus 1c. Tap bolts, list plus 25 per cent discount. 

Braps.—Prices for wire brads have been advanced 


and jobbers are quoting them on a higher basis. 


BUILDING PAPER.—The demand for building paper 
continues on a small scale. It is hoped that Govern- 
ment construction work throughout New England will 
stimulate the market. At the Fore River district, 
Quincy, the Government is at work on 21 dormitories, 
which, when complete, will accommodate 2000 men. 
Each ‘dormitory is built of wood, is 115 ft. long, 28 ft. 
wide and two stories high and will contain 26 rooms. 
The contract calls for their completion in 100 days. 
The Government is putting up similar plants at Ports- 
mouth and at Bath 

We quote from jobbers’ stocks: No. 1, 
$1.50 a roll; No. 3, $1.45 a roll. 

BROMWELL BRUSH & WIRE Goops.—The Bromwell 
Brush & Wire Goods Co. announces an advance in 
prices for their goods amounting to 10 per cent. 


CHAIN.—Practically every local hardware dealer 
when asked about the chain market will answer: “The 
market is bare of chain of all kinds.” The prospects of 
getting fresh supplies appear doubtful. 

We quote proof coil, self-colored chain from_ jobbers’ 
stocks: 3/16 in., $17.10; ™% im., $14.55; 5/16 in., $13.55; % 


in., $13; 7/16 in., $13; % in., $13; %& in., $13 per 100 Ib. 
B. B. chain, add 2c. per Ib. Long link chain, 1c. extra. 


$69 a ton; No. 2, 
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CUTLERY salesmen out on the road are 
sending in good orders for all kinds of cutlery. Buyers 
of scissors and shears can reasonably expect that the 
major portion of their orders will be filled, but when 
it comes to knives it will be another story. Every- 
thing in the knife line appears exceptionally short 
and manufacturers are having considerable difficulty in 
securing raw material to work with, as well as labor 
to do the work. 

Clippers.—Orange, 
practical, 7-in., $9.20; 

Knives. 
dozen. 

Razors.—Best grades of full hollow 
square or round ey flat rubber 
other grades, $24 2.50 and $18. 

Scissors. ~—Heinies ch and Wiss goods quoted as per revised 
price list of July 5. Popular-priced goods (warranted) all 
sizes, $4 per dozen. Low-priced goods, all sizes, $2 per 
dozen. Army kit scissors, $2 per dozen. 

Shears. —High grade japanned, 6-in., 
614 -» $9.20; 7-in., $9.70; 7%-in., $10.25; 

9-in., $13. 45; 10-in. $16. 70; Li- in. 
3-in., $22.60. Popular-priced goods 
$4 per dozen. Low-priced ¢ goods, 


best grades, 6-in., 
practical, 744 in., 
pocket kinds, 


$11.50 per 
$9.20. 


most 


dozen; 


Ordinary makes, $7.50 per 


ground, open 
handles, $27 per 


blade, 
dozen; 


$8.60 per 
8-in. 


dozen; 
$10.80: 8$%4- 
$18.85: 12-in., 
+40; (warranted), 
all sizes, all sizes, $2 per 
dozen. 
Snips.—Dental, 7-in., $9.80 per dozen; 
$11.40; better goods, $28.75 and $31.65. 


CoLp CHISELS.—The Tuck Manufacturing Co. an- 
nounces that the Government has taken its entire out- 
put of cold chisels, nail sets, etc., and that the com- 
pany cannot ship orders to jobbers for some time. The 
company also announces an advance of about 10 per 
cent in its price list. 


electrician, 5% -in., 


FENCING.—The Government has in mind the elimi- 
nation of some sizes of field fencing as a part of its 
conservation program. The local jobbing trade has 
been notified that the Government so intends and has 
been asked to co-operate in the matter. 


FILES.—AlIl kinds of files are very scarce and jobbers 
are not encouraged over prospects of getting fresh sup- 
plies. The scarcity is not due so much to Government 
consumption as to the fact that the manufacturers are 
having difficulty in securing raw material and labor. 
Grindstones, which play an important part in the man- 
ufacture of files, cost a great deal of money these days. 

We quote from jobbers’ stocks: Nicholson and Black 
mond files, 50 per cent discount; Arcade, Great 
and similar brands, 50, 10 and 7% per cent discount: 
hand files, 20 per cent discount; American 
files, 50, 10 and 7% per cent discount 
files, sizes 8 x 3/16 in., 8 x \%& in. and 8 x 5/16 in., taken 
an advance of 2 in. over the slim list; 8 x % in., taken an 
advance of 1 in. over the slim list. 

GALVANIZED Bars.—The demand for galvanized bars 
from the shipyards holds up strong. Prices for the 
bars are very strong and the possibilities are they 
will have to be advanced before the turn of the new 
year. The market for prime Western spelter has re- 
cently advanced to 9c. and has stimulated the market 
on future deliveries. Representatives of the producers 
of the better grades of spelter have just conferred 
with the War Industries Board regarding the prices 
that are to prevail when the present agreement expires 
Sept. 1st. An advance in spelter is bound to influence 
prices for galvanized bars. 

We quote from jobbers’ stocks: Flat 
stock, 1 x % in., 12 ft. long, $9.50 per 
12 ft. long, $9; 1 x ™% in., 16 ft. long, 
ft. long, $8.80. 

Round galvanized bars in stock, % in., 18 ft 
per 100 lb.; % in., 18 ft. long, 
$8.60. 


Dia- 
Western 
Chelsea 
machine cut 
Extra thin taper 


galvanized bars in 
100 Ib.; 1 x 3/16 in., 
$8.80; 14 x, 4 in., 16 


$8.80 
long, 


~ _ i long, 
$8.70; % in., 18 ft. 


GALVANIZED Goops.—Prices for galvanized goods such 
as ash cans, coal hods, etc., have been marked up 
about 20 per cent. 


GALVANIZED Paits.—Shipments of galvanized pails 
from the factories are coming forward very slowly 
and the market is rather short of desired sizes. Prices 
are very strong and undoubtedly will, according to the 
best jobbing judges, be advanced within the near 
future. 

We quote from jobbers’ stocks: 
light finished, 8-qt., $3.96 per doz.; 
common stock pails, light finished, 
Common pails, heavy finished, 14-qt., 50- Ib. to the dozen, 
$9.28 per doz.; lighter weights, 14-qt., 37.20. 

Guass.—The leading manufacturers of glass have 
advanced prices for their product. The local jobbers 
undoubtedly will change their quotations within the 
near future. Such action was expected this week, but 
was deferred. Local supplies have been considerably 
drawn upon during the past fortnight, and indications 
point to a real scarcity before the snow flies. 

We quote from jobbers’ stocks: Glass, single B, first 
three brackets, 80 and 10 per cent discount; about first three 
brackets, 79 per cent discount; double B, 80 and 10 per 
cent discount. 


Common galvanized pails, 
10-qt., $4.48; 12-qt., $4.98: 
14-qt., $5.52 per doz. 
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Hack Saws.—Hack saws, in common with other 
saws, are in light supply, and jobbers are of the opinion 
they will not be able to materially replenish their sup- 
plies within the immediate future. 

We quote from jobbers’ stocks: Hack saws, in one gross 
lots or over, 15 per cent discount. 

HoRSESHOES.—For the first time in the history of 
the local heavy hardware trade horseshoes are hard 
to obtain. The Government is absorbing large quan- 
tities of them for use overseas and in this country. 
Manufacturers, therefore, have little opportunity to 
give attention to orders from local hardware jobbers. 

We quote from jobbers’ stocks: Standard makes, in 100- 
lb. kegs, to dealers at Maine, New Hampshire, Vermont, 
Massachusetts and Rhode Island points, $/.50 per keg; to 
Connecticut trade, $7.25 per 100-lb. keg. 

IrRoN.—Local prices for iron practically are uniform. 
Jobbers are giving careful attention to pledges, deliv- 
eries, etc., as required by the Government. It is grow- 
ing more and more difficult to secure goods from the 
mills and local stocks are badly broken. 


We quote from jobbers’ stocks: Refined iron, $4,765 to 
$4.87 base, per 100 lb.; hoop iron, $8.25; Norway iron, $16; 
H & FP best iron, flats, round and square. $5.75; ovals, 
half ovals, half rounds and bevels, $7. Broken bundles, 
add %c. a lb. Quantity differentials charged on all iron 
under 2000 to 1000 lbs., 30c. per 100 Ib.; under 1000 Ib., 70c. 
per 100 lb. 

IrRoNS.—The Dover Manufacturing Co. announces 
that it has withdrawn its prices on sad irons, electric 


irons and such materials. 


MAYHEW Goops.—The H. H. Mayhew Co. has noti- 
fied the local hardware trade of an advance of about 
10 per cent in prices for its products. 


NAILS.—Wire nails are just as scarce as ever. The 
manufacturers are doing considerable promising to the 
local jobbers, but are not producing the goods. The 
jobbers here have more orders for wire nails on their 
books than they possibly can fill during September. 
Horseshoe nails are scarcer than ever before in the 
history of their manufacture. 

We quote from jobbers’ stocks: Cut nails, 12, 20, 30, 40, 
50 and 60 pennyweights, inclusive, $6.25 per keg base. 

Sheathing Nails.—2% and 3%-in., $6.25 per keg base. 

Spikes.—7 and 8-in. spikes, $6.25 per keg base. 

Wire Nails.—Wire, $4.75 to $5 per keg base. Coated wire 
nails, count keg, $5.05 base. Coated wire nails, 100-lb. 
kegs, $6.05 base. 

PouLtryY NETTING.—Orders for small lots of poultry 
netting are beginning to filter in. The buying is of 
a hand-to-mouth nature, and it is well that the call 
is not heavy, for local stocks are badly broken and 
the prospects of getting fresh supplies before the turn 
of the new year are far from encouraging. 

We quote from jobbers’ stock: Poultry netting, galvan- 
ized after weaving, 40 per cent discount from the factory, 
45 per cent discount. 

RiveTs.—All sizes of rivets are scarce. There is a 
steady call for such goods from the New England 
shipyards, and occasionally local jobbers have an in- 
quiry from outside interests. 

We quote from jobbers’ stocks: Norway iron rivets, 40 
per cent discount; structural rivets, 7.25c. base. 

RooFING PAPER.—Roofing paper is moving more 
freely. There is no great big demand, but a steady 
one that, if continued, will materially reduce local sup- 
plies within a month. According to reports sent in 
by hardware salesmen there is considerable roof re- 
pairing to be done throughout New England. In view 
of the fact that it is difficult to get supplies of shingles 
at anything like reasonable prices, a demand for roof- 
ing paper should continue for some time. 

We quote from jobbers’ stocks: First quality 
one-ply, $1.30 a sq.; two-ply, $1.75; three-ply, $2.12. 
quality, one-ply, $1.23; two-ply, $1.60; three-ply, $1.79. Third 
quality, one-ply, 98c.; two-ply, $1.30; three-ply, $1.62. 
Fourth quality, one-ply, 83c.; two-ply, $1.10; three-ply, $137. 

RuspsBer Hose.—The market for rubber hose is quiet. 
What little business is coming into the hands of the 
jobber largely is of a piecing-out nature. 

We quote from jobbers’ stocks: Leader, %-in., 10%c.; 
S%-in., 11%c.; %-in., 12%c.; Olympia, %-in., 12%c.; %-in., 
13%c.; Milo, %-in., 4%c.; Bull Dog, %-in., 18%c. per foot. 

RuBBER TIRE CHANNEL.—Rubber tire channel is so 
scarce that some of the jobbers, in order to fill orders, 
have been obliged to pick up small lots here and there 
among the carriage manufacturers. The mills have 
not rolled any tire channel for about a year, and prob- 
ably will not for some time. 

We quote from jobbers’ stocks: 
per 100 Ib. 

SasH Corp.—The market for sash cord is very strong. 
Stocks are none too plentiful, for the manufacturers 
are extremely busy with Government work. The con- 
tinued high price for cotton, the raw material, practi- 


roofing, 
Second 


Rubber tire channels, $7 
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cally insures a strong sash cord market during the bal- 
ance of 1918. 

We quote from jobbers’ stocks: 
lb.; Nos. 8 to 12, 89c. Silver Lake B, 90c. per lb 
No. 6, 64c. per lb.; No. 7, 62c.; Nos. 8 to 12, 61c. 

ScrEws.—Desired sizes of screws are in light supply, 
local stocks being badly broken. There is, however, a 
fair supply of undesirable goods, but it would undoubt- 
edly take but a short time of steady consumption to 
practically clean up the market on everything. 

We quote from jobbers’ stocks: Flat head bright wood 
screws, 70 and 20 per cent discount; iron machine screws, 
45 per cent discount; coach screws, 35 per cent discount; 
cap screws, 40 per cent discount; set screws, 45 per cent 
discount. 

ScyTHES.—The market for scythes is quiet and prob- 
ably will be during the next two or three months, at 
least. There are, however, some orders filtering in all 
the time. 

We quote from jobbers’ stocks: Clipper, $13; solid steel, 
$13.50; Little Giants, $14.50; brush and bramble, $13.50. 

SHAVING BRUSHES.—Warning against the use of 
brushes now in the market that may be infected with 
the germs of anthrax disease, common among cattle 
and sheep in foreign countries and sometimes fatal to 
human beings, has been issued by Dr. William C. 
Woodward, local health commissioner. So far as can 
be learned, the warning has failed to check the demand 
for such brushes. 


SLEDs.— Unless ail signs fail there bids fair to be 
a shortage in the supply of sleds this season, and for 
that reason the local jobbers are advising the early 
placing of orders for same. 

We quote from jobbers’ stocks: Flexible Flyers, %4 per 
cent discount; Paris manufacturing goods, 30 per cent dis- 
count. 

SPpooL WirE.—Prices for spool wire have been marked 
up about 20 per cent. 


STEEL.—No improvement in the steel situation is 
noted. Stocks here are badly broken and the mills are 
indifferent to the appeals from jobbers for supplies. 
As to priority orders, an “A” is given little consid- 
eration by the mills. It takes an “AA” priority order 
to secure stock. An embargo has been placed on ship- 
ments by local jobbers to manufacturers and repairers 
of pleasure automobiles. The jobbers are still allowed 
to ship steel to the motor truck trade. It is under- 
stood a strong protest will be made against the Gov- 
ernment’s action in regard to pleasure cars. 

We quote soft steel bars from jobbers’ stocks: Flat bars, 
stock lengths not wider than 6 in. or thicker than 1 in., per 
100 lb., $4.27 base; rounds and squares, 1% in. and under, 
$4.75 to $5 base per 100 Ib. 

Angles and channels under 3 in., stock lengths, $4.75 base 
per 100 Ib. 

Cold rolled steel, rounds up to 1 15/16 in. and squares 
and hexagon, list plus 15 per cent. Tire steel, 1% x % in. 
and larger, $5.25; thinner and narrower, $5.50. 

American calking steel, full bundles, $6.85 base, per 100 
lb.; broken bundles, $7.35. 

Tacks.—The market for tacks continues very strong 
in common with most things in the hardware busi- 
ness. Local stocks, if anything, are smaller than they 
were a week ago, and the factories are shipping little 
to market. 

We quote from jobbers’ stocks: Tacks, 
100 lb. Add to base extras as per differentials, 
ported. 

Copper tacks, sizes % to 1% base, 55c. 
made for small sizes. : 

Tea KETTLES—The Rome Manufacturing Co. has ad- 
vanced its prices on nickel-plated tea kettles about 10 


per cent. 


Twist DRILLS CARBON.—The market is very strong 
and supplies small. 

We quote from jobbers’ stocks: 
per cent discount. 

WASHERS.—The demand for washers continues good, 
and as desired sizes are in exceptionally light supply 
prices hold very strong. Most receipts from the mills 
are of sizes not generally wanted, but the local jobbers 
say they are mighty glad to get anything. 

We quote from jobbers’ stocks: Malleable washers, per Ib., 
12c, base; cast washers, %-in. and smaller, 6c. base; larger, 
5c. Cut washers, in 200-lb. kegs, list. 

WirE CLotH.—The market for wire cloth is very 
strong. In fact, an advance in local jobbing prices 
may be expected before Sept. 1, according to the trade. 
The advance, if it does come, will not be due so much 
to local market conditions as-to the strength in out- 
side markets. 

We quote from jobbers’ stocks: Black wire cloth, 12 mesh, 


$2.65; black wire cloth, 14 mesh, $3.15. Quotations for 
delivery from factory are 10c. less than those from jobbers 


Spot cord, No. 7, 90c. per 
Phoenix, 


$11.12 base per 
last re- 


Extra charge is 


Sizes up to 1%-in., 45 


stock. 





Avgust 29, 1918 


TWIN CITIES 


St. Paul and Minneapolis, Aug. 22, 


HE “harvest lull” continues, although there is some 

evidence of a dawn of more business-to-the-day, 
than we have had in the past few weeks. Farmers are 
in the midst of their harvest and will not be inter- 
ested in anything outside of that until the job is 
finished. But this does not mean they have forgotten 
to plan what they will buy with the returns from the 
biggest crop this district has had in many years. 
Far from it. The dealer who has planned to meet 
the demands which are coming is indeed fortunate. 

Stocks are showing more and more the effect of the 
restrictions of the essentiality rule. Goods are con- 
stantly being called for by both the dealer and his 
customer that are entirely off the local market. Care- 
ful combing of all local business houses sometimes 
brings to light items which are in demand, but which 
have laid in stock for some time without call. The list 
of non-procurable items grows daily. Barbed wire is 
only a memory. Sheets and’ tin, smooth wire and 
even nails, both coated and standard, are very scarce. 
One local branch of a large sheet metal house has 
called in all its road men, and local force is being 
reduced to proportion of stock on hand. No more 
stock is available. Factory representatives are being 
called in for the same reason. This condition is far 
from reaching its climax yet. It is worth reiterating 
that the wise dealer knows his stock thoroughly as 
to quantity, items, and price, and cuts it and keeps 
on cutting it to only those goods which find a ready 
market. 

A gradual increase has been felt in the volume of 
sales the past week. Another week or so should find 
us well started on a very busy fall business. The 
ever present problem of help, where to get it, what 
to pay, and how long service they will render is one 
of the biggest. 

With the new draft regulation as to ages, and the 
work or fight rule, which applies to the new classifica- 
tion, in operation, the average business man will be 
left gasping for breath. Constant re-organization and 
training is necessary to meet the conditions. The 
opening of school finds many: young men, who have 
been giving timely service in stores, going back to 
their studies. -Few hardware stores here have tried 
very extensively the use of women as salespeople, as 
yet. Recognition of the necessity of so doing is be- 
coming more general every day. 

Collections are good in general. There is a growing 
class of cash customers—the mechanic and his family, 
who have more money to spend than ever before in 
their lives. Their needs and desires are worth the 
studying and anticipating necessary to satisfy them. 

The main thing just now and for the next few 
months is a careful and thorough reducing of present 
non-essential stocks. 

Prices show few changes the past week. The ad- 
vance in galvanized wares has not been made effective 
in full. Papers of all kinds show an upward tendency 
in price with rosin papers and deadening felts very 
scarce. Manufacturers of this line claim a shortage 
of available material. Metal lath is also nearly off the 
local market, and common wooden lath are being used 
to a great extent instead. Even with all adverse 
conditions, the average dealer has an optimistic view of 
the future. 

AxrEs.—There has been no change in price and local 
stocks continue to diminish. Factory shipments are 
very slow, and the curtailment of the range of varieties 
and styles causes some comment on the part of the 
consumer. 

We quote from local jobbing stocks: Single bit base weight, 
$14.50 per dozen; double bit base weight, $19 per dozen: 
Sager handled, single bit axes at $18.50 per dozen; Sager 
handled, double bit, $23 per dozen; Quaker City Boys at $12 
per dozen. 

BALE TiEs.—There continues to be a fair amount of 
call for bale ties. Shorter and lighter sizes are hard 
to obtain. Price is unchanged. 

We quote from local jobbing stocks: 8% x 15 bale ties at 
$1.72 per bundle and 9 x 15 bale ties at $1.80 per bundle; 9% 
x 15 bale ties at $1.90 per bundle. 

BrRADS.—Small sizes continue scarce with the sizes 
used by foundries and shops much in demand. Retail 
trade is very light. 

We quote from local jobbing stocks: Brads in 25 lb. boxes 
at 70% from standard lists. 


BricHt WirE Goops.—Following announcements by 
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the mills, local prices have been advanced on bright wire 
goods. Call and shipments are light. 

__We quote from local jobbing stocks: Bright wire goods at 
75% from standard lists. 

Boits.—Price on bolts remains steady and strong, 
with retail call light. Orders from shop and fac- 
tories tax the stock of the dealer and jobber severely. 
Many orders placed now will not be filled for months 
ahead, unless a war order and priority number accom- 
pany them. The general signing of the essentiality 
pledge makes profiteering very difficult. 

We quote from local jobbers’ stocks: Small carriage bolts 
at 30 per cent; large carriage at 20 per cent; small machine 
at 30-10 per cent; large machine at 25 per cent; lag or coach 
screws at 30-10 per cent; stove bolts at 60 per cent; and 
tire bolts at 40-10 per cent. 

BuTts.—Sales are light except on certain numbers 
heavily in demand. Under the ruling, school houses are 
allowed to be built and dealers are turning their at- 
tention in that direction. Prices have followed the 
advance made by the manufacturers. 

We quote from local jobbing stocks: Wrought steel loose 
pin butts at 30-10 per cent: wrought steel narrow at 35 
per cent; wrought brass at net list. 

EAVES TROUGHS, CONDUCTOR PIPE AND ELBows.—AI- 
though galvanized ware has advanced, there has been 
no change in these items. Sales are light and stocks 
are in the same condition. 


We quote from local jobbing stocks: 
lots, not nested, at 45 per cent 
joint at 60 per 


Eaves troughs, crate 
discount; single bead lap 

elbows, 70 per cent discount from 
standard list. 


FILES.—There has been no change in price. Call 
continues heavy from shops and factories with retail 
sales slow. Factory shipments are coming intermit- 
tently and only show part of the orders placed. 

We quote from local jobbing stocks: Nicholson files at 
50 per cent; Riverside files at 60-714 per cent; Royal at 65 
per cent; and Arcade at 50-10 per cent from standard list. 

GALVANIZED PaiILs.—Following the advances an- 
nounced by Eastern manufacturers, local jobbers’ prices 
have been advanced to a considerable extent. New 
stocks are hard to obtain, with retail call light. 


We quote from local jobbing stocks: 8 qt. common galvan- 
ized pails at $4.95 per dozen list: 10 qt. at $560 per dozen 
and 12 qt. at $6.15 per dozen; 14 qt. at $6.90; 16 qt. at $8.35 
per dozen; 16 qt. stock pail at $10.50 per dozen; 18 qt. at 
$12.20 per dozen; 20 qt. at $15.90 per dozen Price in addi- 
tion to above list 10 per cent. 


GALVANIZED TuBS.—This class of goods has advanced 
also according to new factory quotations. Sales are 
light in a retail way. 

We quote from local jobbing stocks: No. 0 galvanized tubs 
at $13.00 per dozen; No. 1 at $16.00; No. 2 at $18.00; No. 3 
at $21.00 per dozen plus 10 per cent; No. 1 heavy at $24.20 
per dozen; No. 2 heavy at $27.20 per dozen; No. 3 heavy at 
$30.20 per dozen plus 10 per cent. , 

HANDLES.—Former prices still hold and the scarcity 
has not been remedied as yet. Local stocks are badly 
depleted and it is considerable of a problem to the 
local dealer to keep his trade any where near supplied. 


We quote from local jobbers’ stocks: A. E. hammer handles, 
Daniel Boone at $1.50 per dozen; Beauty at $1, per dozen; 
blacksmiths’ hammer handles, 16-in. Daniel Boone, $1.50 per 
dozen; 18-in., $1.75 per dozen; Beauty, 16-in., $1.10 per 
dozen; 18-in., $1.15 per dozen; machine hammer handles, 
Daniel Boone, 14-in., $1.50 per dozen; 18-in., $1.85 per dozen: 
16-in., $1.75 per dozen; Beauty machine handles, 14-in., $1 
per dozen; 16-in., $1 per dozen; 18-in., $1.10 per dozen; 
30-in., sledge handles, $3.50 per dozen; Daniel Boone, 36-in., 
$3.50 per dozen; extra 30-in. sledge handles, $2.50 per 
dozen; 36-in., $3.25 per dozen; No. 1 handles, $2 per dozen; 
36-in., $1.50 per dozen; single bit axe handles. Gold 
Seal, $5 per dozen: Crown, $4 per dozen Red Seal, 
$3 per dozen: White Seal, $2 per dozen. extra rail- 
road pick handles, $3.75 per dozen; No 1. $3 per 
dozen; No. 2, $2.50 per dozen; Red Seal, $3.25 per 
dozen; Daniel Boone broad axe handles, 16-in.. $1.50 per 
dozen; 17-in., $1.75 per dozen; 18-in., $1.85 per dozen: 
Beauty, 16-in., axe handles, $1.25 per dozen: 17-in, $1.25 
per dozen: 18-in., $1.25 per dozen; D handle shovel handles. 
spade handles, scoop handles. rake, hoe and fork handles are 
30 per cent from standard list. 


MetaL LATH.—Metal lath is becoming very scarce 
and the price is high. The good old wooden lath is 
serving the purpose in many cases for even outside 
work, for both residences and commercial buildings. A 
large factory being built is nearly ready for concrete, 
and it looks as though the building is turned wrong 
side out, with the lath on the outside. 


cent; 


We quote from local jobbing stocks: No. 27 painted ex- 
nanded Diamond mesh metal lath at $28.70 per 100 sq. yds. ; 
No. 26 painted 25.85 per 100 sq. yds.; No. 24 painted at 
$32.60 per 100 sq. yds. 

Nuts.—There is no change on the market conditions 
on nuts and prices remain the same. Large quantities 


are being used by the shops and factories. 
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We quote from local jobbing stocks: Sq. iron machine 
serew nuts at 25 per cent; hexagon iron machine screw nuts, 
25 per cent; brass machine screw nuts, 15 per cent; hexa- 
gon semi-finished nuts, 50 per cent; hot pressed sq. blank 
nuts at $1; hot pressed sq. tap. nuts, 80c.; hexagon blank 
nuts, 80c.; hexagon tap nuts, 60c. from standard list. 


Rope —Rope prices remain the same as on previous 
occasions although a change is expected at any time. 
Stocks are fairly light with sales running about normal 
in a retail way. 

We quote from local jobbing stocks: Best grade Manila 
rope at 34c. per lb. base; best grade sisal rope at 24c. per lb. 
base. Swedish wire rope at list plus 5 per cent; tram 
and tiller rope at list plus 5 per cent; Monitor hoisting rope 
at 5 per cent discount; plow steel, 20 per cent discount ; 
crucible steel, $144 per cent discount from standard list. 


SasH Corp.—The call in a retail way is not heavy. 
Price holds strong at old quotation. It is extremely 
difficult to obtain any new stocks from the mills and 
jobbers are dealing out sparingly any stocks they have 
on hand. 

We quote from local jobbers’ stocks: Common sash cord 
at 65c. per Ib. base; Silver Lake at 88c. per lb. base; Sam- 
son Spot at 90c. per Ib. base. 


SasH WEIGHTS.—There is a decided scarcity of sash 
weights in all sizes up to about eight pounds. Foundries 
are so busy on war orders that it is impossible for them 
to put their men on making any sash weights whatever 
and the few contractors who are trying to finish up 
the jobs they have started are in a very difficult posi- 
tion when attempting to buy sash weights to complete 
their work. Price has not changed. 


We quote from local jobbing stocks: Cast iron sash 
weights at $2.50 per 100 lb, in sizes ranging from 3 to 30 Ib. 


SoipDER.—The market is steady on solder with ex- 
tensive stocks very scarce. Mill shipments are slow and 
usually for only part of the order placed with them. 

We yuote from local jobbing stocks: Strictly half and half 
solder at 61c. per Ib.; warranted half and half at 65c. per Ib. ; 
wire solder at 67c. per Ib. 


SHEET STEEL.—There is no change in the market on 
sheet steel either in condition or price. Local stocks 
are very badly depleted and the essentiality pledge is 
being very closely followed here. 


We quote from local jobbing stocks: No. 28 gage black 
iron at $6.85 per 100 lb.; No, 28 gage galvanized iron at 
$8.00 per 100 lb. 


Screws.—Screw stocks are beginning to show the 
effect very clearly of short, small shipments. It is 
extremely difficult to locate a quantity of screws of 
the more popular and more commonly used sizes. Prices 
have not changed. ; 

We quote from local jobbers’ stocks: Flat head bright wood 
serews at 75 and 10 per cent; round head ruled wood screws, 
75 per cent; flat head brass wood screws, 40 per cent; round 


head brass wood screws, 35 and 5 per cent from standard 
list. s 





Passenger Automobile 
Production Cut 


OR the last half of 1918 no manufacturer of passen- 

ger motor cars is to turn out more than 22 per cent 
of his production for the year 1917. The War Indus- 
tries Board made this announcement on the 25th inst., 
after the receipt of HARDWARE AGE’s Washington letter 
in this issue. 

The agreement with the industry was expressed in 
a letter addressed to the National Automobile Chamber 
of Commerce, New York City, and signed by Alexander 
Legge, Vice-Chairman; Edwin B. Parker, Priorities 
Commissioner; J. L. Replogle, Director of Steel Supply, 
and George N. Peek, Commissioner of Finished Prod- 
ucts, of the War Industries Board, who served as a com- 
mittee with full powers to act for it in the automobile 
negotiations. Says the letter: 


Supplementing our letter of the 9th inst., we beg to ad- 
vise that we have now received most of the reports embody- 
ing the data and information which we requested you to fur- 
nish us, and have given those reports careful study and 
consideration. From them it appears that the stocks of 
raw materials and of semi-finished materials in the hands of 
manufacturers of passenger automobiles, while large, are 
greatly unbalanced, with the result that these large stocks, 
aggregating approximately $150,000,000, cannot be liquidated 
until they have been “matched up” with other materials 
necessary to manufacture the completed cars. 

The conclusion has been reached that it is in the pub- 
lic interest as well as in the interest of your industry that 
it be assisted as far as practicable, without interfering with 
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Traps.—There begins to be an interest shown in 
traps especially by the dealer. Retail sales have not 
begun to be interesting as yet. 

We quote from local jobbing stocks: Steel Victor traps at 
66%, per cent; genuine Newhouse at 25 per cent from stand- 
ard list. 

TACKS.—Retail sales are slow with occasional call 
from shops and factories for orders running up to sev- 
eral hundred pounds. Prices remain unchanged. 

We quote from local jobbing stocks: Tacks at list plus 
10 per cent. 

_ T1n.—There is no change in the tin situation. Stock 
is very scarce and is being sold only where it is ab- 
solutely necessary. Price remains unchanged. 

We quote from local jobbers’ stocks: Furnace coke, ICL, 
20 x 28, at $24.75 per box; IC roofing tin, 8-lb. coating, $24 
per box ; Ideal bright, 20 x 28, 8-lb. coating, $36 per box; 
Flour City, IC tin, 20 x 28, 8-lb. coating, $21 per box. 

Paint sales begin to show some slight improvement. 
Inquiries are being received for estimates on entire 
house painting instead of the repair jobs which have 
been making the bulk of the trade so far. Prices 
have remained stationary on almost all of the lines. 


MIxeD PAINT.—The advance which has been talked 
about for some time has taken effect. Sales still con- 
tinue strong in the smaller sized packages. 

We quote from local jobbing stocks: First grade mixed 
paint at $3.35 per gallon; second grade, $2.40 per gallon. 

LINSEED O1L.—Price holds steady at old quotation. 
Sales continue light. 

We quote from local jobbing stocks: Linseed oil in barrel 
lots, boiled, $1.99 per gallon; raw, $1.97 per gallon. 

TURPENTINE.—Sales are not very good on turpentine 
and the market is as steady as it has been for some 
time. 

We quote from local jobbing stocks: Turpentine in barrel 
lots at 704%4c. per gallon. 

WHITE LEAD.—Sales are for small quantities in the 
most part and price shows no change. 

We quote from local jobbing stocks: White lead in 100 Ib 
lots at $11.63 per cwt., with the usual differentials for size 
of package and quantity. 

SHELLAC.—There has been no change in the price of 
shellac and sales are light. 

We quote from local jobbing stocks: Orange shellac in 
barrel lots at $3.25 per gallon; white shellac at $3.50 per 
gallon. 

Putty.—Price holds strong at old quotation and sales 
are beginning to show some slight improvement. 

We quote from local jobbing stocks: Commercial bladder 
putty in barrels at $5. Strictly pure bladder putty in barrels 
at $5.55 per cwt. 

STEEL WooL.—Price is very firm at old quotation 
with a fair average retail call. 


We quote from local jobbing stocks: 00 steel wool in 1-lb. 
packages at 90c. per lb.; No. 0 at 58c.; No. 1 at 41c. 





the war program, in the liquidation of its stocks now on 
hand; and to that end the Priorities Division of the War 
Industries Board will accord a degree of preference designed 
to accomplish this result to all manufacturers of passenger 
automobiles who will subscribe to a pledge to be prescribed 
by the Priorities Commissioner embodying in substance the 
following: 


1. That the manufacturer will limit its purchase of ma- 
terials, equipment, and supplies to such as are absolutely 
necessary to match up its stocks now on hand. 

2. That its production of passenger automobiles and all 
repair parts therefor shall not for the six months ending 
with Dec. 31, 1918, exceed 25 per cent of its production for 
the calendar year 1917. 

3. That it will conserve and economize in every possible 
way its stocks of iron and steel and their products now in 
its hands, or that may come into its possession, and will re- 
lease on request of the War Industries Board to such other 
manufacturer of passenger automobiles as may be desig- 
nated by the said board, such of its stocks as can be util- 
ized by such other manufacturer and which are not required 
by it for either the limited production above specified or 
for war work. 

4. That it will from time to time render such reports of 
its activities under oath or otherwise as may be called for 
by the War Industries Board. 


The War Industries Board will, in carrying into effect 
the terms of the pledge herein provided for, use as a basis, 
as far as applicable, the sworn reports recently rendered it in 
pursuance of its request. 

In justice to the passenger automobile industry, we fee! 
again impelled, as the situation appears to us now, to frank- 
ly repeat our statement to you of Aug. 9 that the urgent 
war requirements for iron and steel are so great that the 
probability of your industry procuring iron and steel after 
Jan. 1, 1919, for the manufacture of passenger automobiles 
is so uncertain that we again urge the members of your in- 
dustry to as rapidly as possible utilize your facilities for the 
production of direct and indirect war requirements, not only 
in the interest of the nation, but in the interests of your in- 
dustry itself. In such effort the members of your industry 
— _— the active and whole-hearted co-operation of this 

oard, 















August 29, 1918 


TRADE CONDITIONS 


Paints, Oils and Colors 
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Porpoise body nominal on areas $3 
Olive denatured ........4.25@4.50| second, Orange faa 
Neatsfoot Prime '95@2.00|2la_ Button ee 
Palm, Lagos, spot per Ib.. nominal); «° 5 

Bean, anchurian, Vv. 8. - 
spot, bbls. 1 Colors in Oil— 
Minerals Oils— Black Lamp 


Black. 29 gravity, 25@30_ .|Black, Coach, 
cold test 24 @2 il 


29 gravity, 15 cold test. 32 
Senter A 24 ) 2% B ‘hines 1.30@1.60 
; Blue Prussian .... .-1.20@1.50) 
Cylinder, light filtered... .45 D5 Blue, Ultramarine . 45 @60 
Dark filtered Brown Vandyke ... 25 3 


Paraffine, high viscosity. ‘4 "nag pall ‘Pure. > 


903 sp, gravity : G 
885 sp. gravity inate a 
Bed Paraffine : Venetian Red 





BOSTON’ 


OFFICE OF HARDWARE AGE, 


London, Aug. 25 


ie = paint business probably is as dull as it will 
be for a year. Some of the salesmen who have 
been away on vacations are returned and out on the 
road soliciting trade for wholesale houses. In addi- 
tion the hardware salesmen are gunning for business, 
but there is no discounting the fact that business in 
paints, at least, is slow. General opinion is that it 
will be after the turn of the new month before con- 
ditions right themselves. 

There are several things bearing on the situation 
that are bound to more or less disrupt business for 
a spell, the most important being the new draft, labor, 
transportation and Government regulation. In the 
wholesale paint field there is quite a large percentage 
of men between the ages of 31 and 45, who are un- 
married and who have no dependents. Many such 
men wlll be called to the colors and their places must 
be filled, which will take time and which will reflect 
upon the movement of paint from the factory to the 
hardware dealer’s shelf. 

Irrespective of the draft, the manufacturers of paints 
have had and are having considerable difficulty in 
securing sufficient labor to properly operate plants. 
Undoubtedly such labor has been attracted by the high 
wages paid at shipyards and at munition plants. For 
some unexplainable reason the movement of paint from 
outside factories into New England is decidedly slow. 
We hear of instances where carload lots of paint from 
New York to Boston are ten or more days in transit. 
In pre-war days paint was shipped between the two 
points via express freight in 12 hours or less. The 
former rate for such shipments was 14 or 15 cents 
per 100 lb.; today it costs the wholesalers 41c. per 
100 Ib. 

The wholesalers are uneasy over the possible atti- 
tude the Government may take in regard to their busi- 
ness. While paint is essential for warships and the 
like, Government officials in a great many instances 
are not inclined to favor the paint trade, evidently 
taking the stand that paint is one of the last of essen- 
tials. For that reason the trade is inclined to go as 


nouinal| 
nominal} 


In 1 tf to 5 ® tins..... $4.70@6.10| 





Sienna, Burnt @28 |Blue, Soluble 
Umber, Raw i pH Blue, Ultramarine 


Umber, Burnt « Brown, Spanish, high 


Chrome Yellow ais | grades, per tom. 
|Brown, Spanish, 
White and Red Lead, &c.—| grades 16.00@— 
Cents # emnanggy Meal 40, ‘i ° rie Str 
American White Dry.10@10% | 7reem, > © Spel 
T. Oil White, less than ? Green, Chrome, pure.....40 @650 
500 Ib., per 100 Metallic anatig @ _ 
pies 1a inane Be 2 $14.00 @— Brown ... - + «-24,00@32.0€ 
a | Red 24.00 @ 3U.U0 
@— Ochre, Medium, @ ton. . .30.00@60.00 
American, Golden, "p Ib. 6 @10 
Foreign; Golden, # Ib.. 
French 
[Orange, Mineral, ..+.-nominaj 
minimum, | Gemeen ag -nomina) 
per wren ___ |. American 14% @15% 
p . |Red, Indian 
American, M 7 
powdered, Steel Kegs, American @ 100 lb.... 8 @12 
per 100 Ib $14.00 @ Red, Tuscan 
500 lb. up to 2000 Ibs.$12.60 [Red, Venetian # 100 Ib. ‘a2 6 
20 oe Ibs. up to 10,000 . /Rose Pink @40 
5 Sienna, Italian, burnt te 
10, 100 I. up ‘ r 
| 000 Ib., per 100 Ib,.$11.97 | en eee V; e 
|Carload, ‘minimum 15 tore, oe | Italian, Raw, powdered. 6 @ a 
’ H merican, Raw 
Zine, Dry— | American 
BD } Powdered 
Red Seal (French proc.)..13 @13% ITale. French 
Green Sl. (French proc.).13%@14 | American...per ton $20. 0040.00 
White Sl. (French proc.).14 @14%| Italian nominal 
American Process. , |Terra Alba. 


— 100 Ib. nominal 
| Superior 9%4@ § | s % 100 Ib. nominal 
Lehigh 9 @ 9% |American.# 100 Ib. No. 4 1.25@— 
| Dry Colors— American. @ 100 Ib. No. 2 1.00@— 

BD Umber, Turkey, ; 
Black, Carbon Gas....... 16 @25 | and Powdered 
| Black, Boue 5%@12 | Raw and powdered 
| Black POP cddckeycndeny 5% @15 | Burnt, American 
Black Lamp D 
|Rlack, Ivory | Raw 
Mineral Blacks, #@ ton. 35. 00@45. 00 lyellow, Chrome, Pure. 
Blue, Celesti:! 15 @25 |h 
|Blue, Chinese - @1.40 O* de Red, native, ome... 
{Blue, Prussian, Domestic, |Vermilion, Quick Silver, Eneli<n 
: ae. 40 | 2.00@2.10 
Blue, Prussian Foreign .. -nowinat! Chinese nominal 


| 
| 
| 
| 


slow as possibile until the Government’s attitude has 
thoroughly been tested out. In the meantime those 
houses, who for season after season have carried a 
considerable tonnage of “junk” over, secretly are ex- 
tremely happy. 

They find that the “junk” is now coming in handy 
and that customers are very glad to get anything in 
the way of paint. A local bank man, who has recently 
been appointed regional advisor by the resources and 
conversion section of the War Industries Board, stated 
that: “It is our concern to continue normal produc- 
tion and to build up business, first for the prosecution 
of the war to a successful end, and, secondly, to insure 
the future of New England after the war. The harm- 
ful restricting production beyond the point of the Gov- 
ernment’s needs for essential materials is obvious.” 
Business in general has taken considerable comfort in 
this statement. 

BrusHES.—The brush situation has not changed since 
last reports. The manufacturers continue to limit 
themselves practically wholly to black bristle goods. 
Paint salesmen will be obliged to conduct an educa- 
tional campaign this fall in the adaptability of such 
goods. 

Dry CoLors.—The market for dry colors is quiet. 
Inasmuch as there is no large supply on hand, that 
the prospects of large stocks are slim and that the con- 
suming trade has practically nothing on hand, the 
market is in an extremely healthy condition. Whole- 
salers say they would not think of ordering 10 kegs 
or more of a product at a time, as was the case before 
the war. By ordering two or three kegs the order 
usually is filled, but any larger order undoubtedly 
would be turned down. Jobbing prices on dry colors 
follow: 

Barrel Lots—Plaster paris, $4 to $4.25 per bbl.; whiting 
commercial (bolted), 1%c. Ib.; whiting, gilders, 2c. per Ib.: 
dry zinc (American), 20c. lb.; lamp black, bulk, 15ec. Ib. 
lamp black in 1-lb. packages, 19c.; raw and burnt umber, 
8 to 12c. lb.; raw sienna, 15c. Ib.; burnt sienna, 13 to l5e 
Princes’ metallic brown, 2'%c.; yellow ochre, 3%c.; Venetian 
red, 2%e. 

Pound Lots.—P aris green, in 1-lb. pkgs., 55c. Ib.; in %-Ib 
ae 56c. Ib.; 4-lb. pkgs 57c. Ib.; ultramarine blue, 

Cc ) 

GLUES.—No improvement in the demand for glues 
is noted, but the market has lost none of its firmness 
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and indications are it will not for several months at 
least. Local jobbing prices follow: 

Glue, ground, 19c. lb.; plate, 35c. lb.; bonnet, 45c. lb. 

LeAD.—The lead situation is unchanged. Practically 
everybody in the jobbing business is well supplied with 
lead, and at the moment the demand is light. The 
combined high cost of labor, raw material and trans- 
portation practicaily insures high prices for lead for 
several months. Jobbing prices follow: 

White, in oil and dry, 12%-lb. kegs, 14%c. lb.; 25 and 
50-lb. kegs, 144%4¢.; 100-lb. kegs and larger, 1l4c.; for 500-Ib. 
lots and over deduct 5 to 10 per cent. Dry red lead and 
litharge, 12144-lb. kegs, 14%c. Ib.; 25 and 50-lb. kegs, 14\4c.; 
100-lb. kegs and larger, 14c.; red lead in oil, 12%4-lb. kegs. 
15e. lb.; 25 and 50-lb. kegs, 14%c. lb.; 100 kegs and larger, 
1i%c. Ib. Orange mineral, 124%-lb. kegs, 14%c. Ib.; 25 
and 50-lb. kegs, 14%4c.; 100-lb. kegs and larger, 14\c. 

O1Lts.—The only change in prices in the oil market 
are those quoted for turpentine, which have been ad- 
vanced lc. a gallon to 71c. Gasoline is unchanged, pos- 
sibly because of the announcement that the oil division 
of the Fuel Administration will undertake a program 
of saving 1% gallons of gasoline a day for each motor- 
driven vehicle in the United States. No material 
change in linseed oil prices is expected until it defi- 
nitely is known just what the flaxseed crop will be. 
Western advices are that recent rains have added per- 
haps 1,000,000 bushels to'the Northwestern crop. Pre- 
vious to the rains it looked as though this particular 
crop was hopeless. As it is, the yields will not be 
large, but they will produce something, and at ruling 
high prices the farmer can afford to do his harvest- 
ing. The total flaxseed crop is now estimated at 
11,000,000 to 12,000,000 bushels, and seems almost cer- 
tain to mature well before the frosts. 

Castor oil practically under Government control; cylinder 
oil, 50c. gal.; gasoline, 50 gal. or mbre, 2514c. gal.; kerosene, 
50 gal. or more, 12%c. gal.; lard oil, $2.15 gal.; alcohol, de- 
natured, 77c. gal.; wood, $1 gal.; linseed, raw, $2 gal.; boiled, 
$2.01 to $2.02 gal.; neatsfoot, $2.15 gal.; sperm, $2.50 gal.; 
paraffin, 35c. gal.; floor oils, 50c. gal.; turpentine, Tle. gal. 
in barrel lots. 

SHELLAC.—Since last reports the War Trade Board 
have placed shellac, button lac, seed lac, garnet lac 
and keerie or refuse lac on the list of restricted im- 
ports. All outstanding licenses for the importation 
of these commodities have been revoked as to ocean 
shipments after Aug. 15, and hereafter no licenses 
for their importation will be issued except such as 
will cover shipments from Canada or Mexico by other 
than ocean transportation, shipments from Calcutta 
between Oct. 1 and May 31, inclusive, of a total of 
not to exceed 5000 tons, or shipments of vessels of 
the Navy of quantities for military or naval use. This 
ruling, unless modified within the next two or three 
months, will have its influence on local shellac prices. 
About this time the Jetona crop is gathered. The crop 
is of fine quality and is largely required for seeding 
the Koosmi crop, and averages perhaps 7500 packages. 
Jobbing prices on shellac follow: 

Shellac gums (small quantities), D.C. (orange), 90c. Ib.; 
V.S.O., 85¢. Ib.; T.N., 70c. Ib.; bleached white shellac, 85c. Ib. 

SuNpRIES.—The market for sundries has not changed 
noticeably since last reports. The supply of putty ap- 
pears ample for all requirements. There appears no 
weakening in values for paraffin wax. Jobbers’ quo- 
tations follow: 

Putty (best) in 125-lb. drums, 6 to 7c. lb.; paraffin wax, 





in 225-lb. cases, 118-20 melting, 12% to 18c. Ib.; 123-25 melt- 
ing, 13c. lb.; 128-30 melting, 13%c.; paro, in 500-lb. cases, 
15c. Ib. 


VARNISHES.—Usually July is the quietest month in 
the local varnish year. This year business in that 
month was down to normal because most of the sales- 
men were on vacations. But so far this month very 
little stock has sold for the reason that the whole- 
salers have been holding back to see how the situation 
was to line up. At the moment there still appears 
considerable doubt as to the Government’s attitude 
among the big interests, and for that reason no great 
improvement in business is expected for a fortnight 
at least. 

ACCESSORIES.—Paint accessories this fall will be 
scarce, For instance, it is understood that most houses 
have not enough putty knives to satisfy the trade for 
more than four or five months. Steel wool is almost 
impossible to buy, and other things needed in the paint 
trade are equally scarce. 


CHICAGO 


OFFICE OF HARDWARE AGE, 
Chicago, Aug. 21, 1918. 


HE market on paints and oils of all kinds remains 
very firm. The price of turpentine advanced 1c 
per gallon this last week. The balance of the prices 


Hardware Age 


remains unchanged. Both the jobber and retailer report 
satisfactory sales and are much better than expected 
at this season of the year. While there is practically no 
new building going on, there is an_ unusually large 
amount of repair work being done. Never before has 
the farmer come into the market for such large quan- 
tities as he has at the present time. Jobbers’ stocks are 
reported fair. Quotations from the Chicago market this 
week are as follows: 

,Paints.—We quote f.o.b. Chicago: No. 1 house paint, 
$3 per gal.; No. 2, $2.50 per gal.; No. 3, $1.80 per gal. 

Linseed Oil.—We quote f.o.b. Chicago: Strictly pure lin- 
seed oil, in barrels, raw, $2.05 per gal.; boiled, $2.07 per 
gal. Prices quoted are for single barrel lots. Larger quan 
tities at the usual discounts. 

Turpentine.—We quote to retailers, f.o.b. Chicago: Strictly 
pure turpentine, in barrels, 75c per gal. 

Denatured Alcohol.—We quote to retailers, f.o.b. Chicago: 
In barrels, 75c. per gal.; 5 and 10 gal. cans, 95c. per gal.: 
1 gal. cans, $1 per gal. Prices include containers. 

White Lead.—We quote pure white lead as _ follows: 
100-Ib. kegs, per Ib., 14c. in quantity; single kegs, $14.00; 
50-Ib. kegs, per lb., 144c. in quantity; single kegs, $7.25: 
25-lb. kegs, per lb., 144c. in quantity; single kegs, $3.70: 
121%-lb. kegs, per lb., 144%c. in quantity; single kegs, $1.95: 
(500-1b. lots, or more, %c. per lb. less.) 

New York Plaster of Paris.—In barrels, $4 per bbl. 

Gilders’ Whiting.—In barrels (barrels, 50c. each), $2 and 
$3 per cwt. 

Pure White Shellac.—(4-lb. goods), in gallon cans, $4 
per gal. 

Pure Orange Shellac.—(4-lb. goods), in gallon cans, $3.75 
per gal. 

English Venetian Red.—In barrels, $2.50 and $4 per ewt. 

Paste Wall Paper Cleaners.—Leading brands, $14.50 and 
$15.60 per gro. 

The following differentials guggested on dry material 
over barrel price: 100-lb. lots, le. per lb.; 50-lb. lots, 2c 
per Ib.; 5 to 25-lb. lots, 3c. per Ib. 


CINCINNATI 


OFFICE OF HARDWARE A&g, 
Cincinnati, Aug. 24, 1918. 

Fagen an interval of more than 30 days, salesmen 

vere again started out on the road this week, and 
contrary to expectations they are sending in some fair- 
sized orders. It was at first thought that not much 
business would result and the primary object of calls 
was to keep in touch with old customers. However, in 
spite of the fact that there is little new building going 
on in the rural districts, merchants are evidently ex- 
pecting a big demand for repainting purposes as soon 
as the crops are out of the way, and are stocking up to 
take care of it. 

Locally there is a good call for paints to be used on 
machine tools and other machinery. There is also a 
big demand for paints for Government buildings of dif- 
ferent kinds now under construction in different parts 
of the Central West. 

Linseed oil is hard to get. The crushers report both 
a serious shortage of seed and of labor, and the situa- 
tion does not seem to be at all promising for any relief 
in the near future. 

The following are factory quotations made by the 
Foy Paint Co. to retail merchants: 

PAINTS.—Strictly pure mixed paints are quoted 
around $3.50 to $3.60 per gallon base, in gallon cans, 
with the usual advances for smaller packages. Second 
grade paints range from $2.25 to $2.50 per gallon and 
the cheaper grades, $1.50 to $1.75. 

WHITE LEAD.—To-day’s quotation is 14c., but an ad- 
vance is anticipated at an early date. 

LINSEED OIL.—Quotations are around $1.98 to $2 
per gallon in barrel lots. Few sales are made because 
of the scarcity of the article. 

TURPENTINE.—No relief in the shortage has been af- 
forded by shipments from the South and prices are 
firmer. To-day’s quotation is around 73c. per gallon in 
barrel lots. 





The E. I. du Pont de Nemours Co., Wilmington, 
Del., will build 60 new houses for employees at its 
Gibbstown, N. J., works, to cost from $3000 to $7000 
each. 


The Snow-Whitcomb Co., Inc., New York, has been 
incorporated with a capital of $50,000 to manufacture 
electrical goods. W. L. Snow, 3661 Broadway; R. E. 
Whitcomb and J. H. Westcott, Jr., 605 West 15lst 
Street, are the incorporators. 








f 
8 
] 
f 
C 
C 
P 
8 
E 
I 
B 
B 
B 
B 
a 
8 
0 


Ll 








August 29, 1918 


Mill and Hardware Supplies 


BARS—Crow— 
Steel Crowbars, 10 to 40 1b 
Pinch Bara, 10 to 40 lb 


BEA MS—Scale— 
Chatillon’s No, 1... 
Chatillon’s No, 2....List + 20&10% 
P. 8. & List + 20&10% 
pargent & Oo...... «+++. List + 20% 


BEL TING—LEATHER— 

From xe, 3 - *% ¥~ Butte. 
Belting, Ba, Hvy., OB. + +00++-85%/p t 
Belting, Heavy, 16 of........+.-40% omearts, 

Belting, Medium, 14% oz.......45% | HAMMERS AND SLEDGES— 
Belting, Light, 13 o# ols t0 5 D 

Second Quality, Hides . 55 ah HE CEULIUTUL CLC 45% 
Beoond Quality, Shoulders. ¥ fo| Over 5 D . 

a OILERS 


~ Leather Lacing, 
Leather Lacing Sides, per ‘sq. ft. Steel, Copper Plated 
H sides Chace, Brass and Copper 


ide, No. 1 17 
. a and over 52¢| Chace, Zine Plated 
Under 17 sq. ont. Railroad, coppered 
Rubber— Railroad, brass 
Competition (Low Grade).... 
8tandard 
Best Grades . 
BLOCK S—Tackle— 
Common Wooden .... 
Patent .. 


DRILLS AND DRILL 
STOCKS— 

Twist Bit Stocks 50& 

Twist, Taper and Straight mam, 


-Li 20&10 
e+ Seer Jobbers’ 


Wire Gauge, 


and R. 
Blocks with 


SMERY—Tuarkish— 
Out of on at present time. 


see eeweeee 





soniee 
80&10%| 
coe 3% 
10% ROPE— 
10% | Eastern Retail Trade. P 
Manila, % in, diam. and larger: 
Highest Grade 
Second Grade 
Hardware Grade .. 
Sisal, % in. diam, and larger: 
Highest Grade 
Second Grade 
Sisal, Hay, Hide and Bale Ropes, 
any ply, Medium and Coarse: 
First quality, 23%¢; second 
quality 20%¢ 
Sisal, Tarred, Medium Lath Yarn: 
First quality 
Second = 
Cotton Rop 
Best B/G. . and beg a -85@48¢ 
Medium, 5/16-in, and larger, 
80@40¢ 


Common, 5/16-in. and larger...80¢ 


:|SAWS AND FRAMES—Hack— 


+| Saws 6 to 14 in. ine 
Saws, Machine Blades, 
12 to 24 in 


Athol Machine Co. : 
Drill Blocks 


Carriage, Machine, &c.— 
Common Carriage (cut thread): 
x 6, and smaller 
Common Carriage (rolled sarees): 
% ov 6, cy AL a ller 
Larger or 
Phila., Boole, ng. 09 — 
Bolt Ends, H. P. 
Machine (cut douth: 
% « 4 and emaller........80&10% 
Larger or longer. +++ -15&10% 


CHAIN—Preof Coil— 
Small lots, f.o.b. Pittsburgh, 
10 
American my Straight LIAnk: 
16, 18.00; odd 444 50 


449/16, +, $29 70; 
pease $9. 40; 
- base), 


1&10 % 


per 
5/16 


arias, 
$9.20; 1%. 





my Frames— 
Iron adj., per doz 2.8) 
Steel adj., Bt to 12 in., per doz. $7" 02 
Steel adj., steel hdle., per doz..$8.11 
Adj. Pistol Grip, per. $17.89 


DRESSING—Belt— 
Jobbers’ Mfg. Company: | 
Blue Ribbon, Stick, @ ™..... 30¢ 
Paste, 5 & 10 ™ cans, ® tb.. 80¢ 
Liquid in gal, cans, F*) gal. ..$3.00 


Personal and Otherwise 


William H. Thompson, painter, 16 Allston 
Allston, Mass., is a petitioner in bankruptcy. 
$884 and has no assets. 

A voluntary raise in wages of 4 cents an hour, or 
36 cents a day, to the workers in the plant of the 
Saco-Lowell Company, Biddeford, Me., has been an- 
nounced to take effect Sept. 2. The increase comes as 
a surprise to the 1500 men employed. 


Street, 
He owes 


All from Dixon, III. 


E didn’t go over as a 
stretcher bearer, but 
there is where he landed 
from choice when he saw 
the need. John G. Ral- 
ston, treasurer of the 
Reynolds Wire Co., Dixon, 
Ill., sailed for France 
June 27th in Y. M. C. A. 
service. Arriving in the 
land of La Fayette, he 
found that the work to 
which he had been as- 
signed was not ready and 
with several other Y. M. 
A. men promptly vol- 
unteered to act as Red 
Cross stretcher bearers. 
This work calls for men 
with the courage to go un- 
der fire with no possible 
chance of fighting back. 











John G. Ralston 


.|Sq. Ha. x * 


% TURNBUCKLES— 


The second and fourth issues of each month contain 7 other pages of hardware prices 


SCREW S— 

Coach, Lag and Jack— 
Lag, Cone Point 80&10% 
30&10% 

Size bolt” 
Washers. . 


WASHERS—Cast— 
Over %-inch, barrel lots, 


Iron or Steel 


5/16 Sy 
Jack Screws— $11.40 10.50 
Standard List 


Coeccnseccoccses 25% 


per 100 BD. 


WRENCHES— 
Agricultural 
| Alligator or Crocodile 
ed 8 


Machine— 
Cut Thread, Iron, 
Flat Head or Round Head....t 
Filister Head 
Brass: 
Flat Head or Round Head.... 
Filister Head 
Rolled Thread Iron, F. R. or 
R. H. 


Thksseedbboaveueedebwe 75% 
Filister Head 


Brass: 
F. H. or R. 
Filister Head 


nomina) 
nominal 





Lake Ingot ... 
Electrolytic 
Casting 

‘° 


27.30¢ 

Set and Cap— -27.30¢ 
% | set (Iron) 5 27.30¢ 
oy (Steel) net advance over | Spelter and Sheet Zinc— 


°|Western spelter 10@11¢ 
Sheet Zinc, No. 9 base, cast, 17¢ 
open, 17%¢. 
Lead— 
|American pig ...Per lb., 
Ba Per Ib., 


Solder— 


Hex. Hd. 


2*2 ope 
@i1 


% 0% D4I2A 


% x % guaranteed 
No. 1 
Refined 

Prices of solder indicated by private 

DIES AND TAPS—| brand vary according to composition. 


Babbitt Metal 


| Best grade, per lb 
| Commercial grade, per Ib 


STOCKS, 
Sets 
Hand Taps, % to1 M....... 
Hand Taps, smaller than 4 in. “45% 
M. 8. saper Taps, No. 2 to 12 

ar ¢ Antimony— 


per Ib. 


Bismuth— 
$4.50@$5.00 


Aluminum— 

No, 1 aluminum (guaranteed over 99 
per cent pure), in ingots for re- 
melting (ton lots), f.o.b. mill, 

per Ib., 32.10¢ 

0@45¢ 


‘oO 
| Asiatic 16@18¢ 


National Mfg. Co. 
No. 


| Per Ib. 


Screen Door. 
195, Japn’d, per dozen. ..$1.20 


TRUCKS—Warehouse, &c. 


McKinney Mfg. Co.: 
No, 1, $21. pes 
No. 8, $15.5 


ae. net} 


Xo. 2, $18.5 
\In 100 Ib. 





lots 


The Mead-Morrison Manufacturing Company is mak- 
ing an excellent record in constructing gun mounts for 
the Navy. The company is still doing some work on 
regular lines of production. There are about 900 em- 
ployees. 

Butts & Ordway Co., Boston, Mass., announce that 
W. S. Pearce, for many years connected with the heavy 
hardware, iron and steel trade, has associated himself 
with the firm. Mr. Pearce will have charge of the iron 
and steel departments of the firm. 


While working under fire one day Mr. Ralston over- 
heard a marine inquire of another wounded man what 
part of the country he came from. 

“Dixon, IIl.,” was the reply. 

“Not a very big world 
after all,” said the wire 
man in his letter home. 

Mr. Ralston is in the 
executive end of Y. M. 
C. A. hut construction. 

Another Dixonian in ac- 
tive service is Horace F. 
Ortt, who was superin- 
tendent of the Clipper 
Lawn Mower Mfg. Co. 
there. He is a range 
finder in Battery C, 123d 
H.F.A., 33d Div., A.E.F. 
in France. He enlisted in 
June, 1917, responding to 
the call despite the fact 
that he was a main spring 
in the business of which 
his father, R. K. Ortt, is 
president. 


























Horace F. Ortt 





A Bathroom Fixture Ad That Keeps the Salesmen Busy—Vacation 
Needs Attractively Presented—A Word About Ice Cream 
Freezers—Other Retail Business Getters 
By Burt J. PARis 
This Ad Sold the Goods, Gentlemen 


No. 1 (4 cols. 2 10 in.). 


: has always been our private notion that you 
hardware boys could sell more bathroom fixtures 
if you gave them a little publicity now and then, 


and here comes along Mr. J. 
Huey & Philp, Dallas, 
contention. 

Mr. Rieter awoke one day to the fact that the 
average bathroom has only half the fixtures it 


J. Rieter, adman for 
Texas, to bolster up our 
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24-Inch Glass, $6.50 St-anch Gtans, $9.00 


Bathroom 


eee 


For a,cleaner, brighter and better 
bathroom the small things that add 
to the luxury of the bath. 


Your bath will be more enjoyed 
with all the accessories ready at hand. 
Our line is a most beautiful and com- 
plete line of Bathroom Fixtures 
shown. We carry a large assortment 
in Nickel, Silver, Glass, Opal and 
White Enameled Fixtures. 


This beautiful line is ready for 
your inspection. We shall be glad to 
show you the line today. 


DELIVERIES 


Commencing Monday, July 29, we 
will have but one regular delivery a 
day to each section of town. All 
goods sold for delivery will be deliv- 
ered day following date of purchase. 
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Hardware Company 
Elm and Griffin Chitown ) 
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24-Inch Upal, $8.50 


75e Up 


1. Disposed of bathroom fixtures, this ad did 
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should have, and that these, in nine 
cases out of ten, are tarnished. Forth- 
with, Mr. Rieter planned this fine fix- 
ture ad that we are so glad to show 
you, and to give it a little more ginger 
he planned simultaneously a neat win- 
dow display of bath fixtures. (HARD- 
WARE AGE will reproduce a photo of 
this window display as soon as it is 
received from Mr. Rieter.) 

Results? Well, to use the adman’s 
own words, it was “a peach of a busi- 
ness getter.” What more proof do 
you want that our hunch on bath fix- 
tures was the real thing? 

Take a look at this ad. It’s all brass 
tacks from the headline down. There’s 
the fixture and there’s the price of it, 
and no copy is needed to show what 
it is used for. The text tells the 
reader that Huey & Philp’s line is 
complete, whether designs are wanted 
in metal or glass or enamel or opal. 

There’s only one little thought we 
would add to this fine announcement, 
and that is the thought of pride in 
one’s bathroom, which could be in- 
cluded in the first paragraph. Other- 
wise the effort is a Jim Dandy, and 
we congratulate both Huey & Philp 
and their adman. 

We trust this little prattle of ours, 
together with this cash-bringing ad, 
will produce a crop of bathroom fix- 
ture ads. Cooler weather is due, and 
the man of the house won’t object to 
putting ’em up. 


Pretty Good for a New 
Man, Eh ? 
No. 2 (8 cols. x 11 in.). 


HE Edwards & Chamberlin Hard- 
ware Company is a live-wire house 
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out in Kalamazoo, Mich., and Mr. H. 
C. Teller.is the man who directs the 
advertising for the firm. Mr. Teller 
sent us this ad and a chatty letter ad- 
vising us that he is new to the hard- 
ware business, and would like a little 
help with his advertising. He says 
that he reads this department of 
HARDWARE AGE each week, and finds 
our comments interesting, helpful and 
instructive, for which kindly senti- 
ments we desire to express our thanks, 
and hope to merit Mr. Teller’s con- 
tinued interest in the department. 

Since last April Mr. Teller has 
been writing the Edwards & Cham- 
berlin ads, and a careful review of 
several specimens sent us convinces 
us without doubt that Mr. Teller is 
correctly applying his advertising 
knowledge to the problems of retail 
hardware selling. 

For instance, look at the ad repro- 
duced. Here is a heading calculated 
to get interest immediately. That 
heading seems like an oasis in the 
desert of advancing costs. It pleases 
us mightily, for only this noon we 
were going to have a piece of roast 
beef for our lunch (not having had 
any for some time and noting that 
Mr. Hoover said we could go to it), 
and we got a shock when the business 
end of the bill of fare registered 75c., 
and that with no boiled potato, so we 
compromised on a stew and let it go 
at that. 

Yes, sir, “Things You Need, at a 
Price You Can Well Afford to Pay” 
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Things You Need at a Price 
You Can Well Afford to Pay 


Here at Hardware Headquarters are any number of needed articles, handy in 
home and shop; all have satisfaction giving quality and all are 
fairly priced. 


Makes Better Coffee 


Get the good flavor with a per- 




















Aluminum Skillet 


They require less grease. 


$1.65, 
os a 
Plumb’s Hatchet 


Famous Anchor brand, as good 
as the best. A claw hatchet that 


will wear for years. 


$1.45 


Knives Pudding Pans 


colator. Wagner Cast Aluminum 


lasts for years— 


$6.30 i 
YOU NEED THIS! 


A switch that lets you turn the elgctric iron and 
toaster on and off without discon- 
necting or using the wall switch. 
Mighty handy is this No. 70-50 
switch at 60c. We'll attach it. 


PRESERVING KETTLES 


Viko Aluminum, a high grade 
stamped aluminum, big ones and Jit- a 
tle ones Just the thing during the a 
canning season, Stag handle, 2 
blades, nail file, 


$1.30 to $4.00 oe 


Gray granite 


ware 1t5c to 30c. 














‘aa, Why. Swelter? 
There's a cool breeze at 


ur beck and call with a 
lar Cub fan at 


PLIERS 


They often come in handy—Barnard's 4% inch 
cutting plierss for 


$1.10 a= 


Red Head Spark Plugs 


Almost indestructible-—-$1 and 


costs, three sizes, three and four $1.25. 


AUTO 











FOOD CHOPPERS 


It helps keep down living 


knives; medium, fine, pulverized 
and coarse, $1.50 to $3. 


is the sweetest sounding talk we have 
heard for a dog’s age, and it is a 
happy introduction to the listing of 





LUNCH 


BASKETS 


The kind that Makes motoring 
cut keen from end worth while 2. 
70e to $1.50 $13 and $15 


Sharp Shears 














Mr. Teller’s wares. 

And it will be noted that the ad 
lists things that are mighty needful 
—things for convenience and com- 
fort, things for the house, the kitchen, 
and the family auto. 

We have scrutinized this ad with 
a critical eye, but don’t find much to 
harp on. Good display in panel forma- 
tion, good cuts and contrast in type 
and a neat firm signature. So we’ll 
mark the ad 98 per cent and pass on. 


Sounds Cool, This One 
No. 3 (2 cols. x 5 in.). 


OUNDS cool to read this ad aloud. We could 
stand several saucers of such succulent cream as 

is here described as the unvarying product of the 
Blizzard freezer. 

Mr. C. B. Knighten of the Blakey-Clark Hardware 
Company, Ennis, Tex., wrote this ad and Mr. 
Knighten’s ads invariably reflect the careful 
thought that he must give to them. By the way, 
Mr. Knighten tells us that he appreciates very much 
the suggestions he obtains from this department 
of HARDWARE AGE. Thank you, Mr. Knighten. We 
burn a lot of midnight oil running this department, 
and our one idea is to be of service to hardware 
merchants, and when we find we really are it tickles 
us more than if the boss raised our salary. (We 
mean this, otherwise it wouldn’t do to put it in 
the paper, where he is bound to see it.) 

Some admen think all that is necessary to feature 





Under present market conditions prices cannot be guaranteed 
tions subject to change without notice. 


All quota- 


HARDWARE COMPANY. 


Tue FOWARDS & (HAMBERLIN 
oe ¢ » 





2. Economy the watchword here 


freezers is to describe their latitude and longitude 
and throw in the prices, but we prefer the more 
alluring method used by Mr. Knighten, who first 
works up a real case for ice cream, and while our 
mouth is watering slips us the news about this 
particular freezer—how it saves salt, runs easily, 
etc. 

Note that last line: ‘Select your size, then phone 
31.” That’s hot-weather shipping simplified. 


For Those Vacation Days 
No. 4 (7 in. x 9 in.). 

E used to think vacations terminated with 
Labor Day each year, and that everybody 
settled down to work. We know better now, for once 
we were lured away for a week in September, and, 
expecting to be lonely, found the woods full of tired 

business men and their equally tired families. 
Everybody wants to scotch the barbarians of 
Central Europe, and to this end we spent an economy 
vacation and put the balance into war stamps. A 
lot of good folks will do the same, and for that 








It will be sometime before 
the weather man will send 
you a blizzard 


Notsowithus Wecande- 
liver you a BLIZZARD Ice 
Cream Freezer on short notice 


There is no food quite so 
wholesome as 4 saucer of pure. 
veltety ice cream made in the 
Blizzard Ice Cream Freezer. 


The BLIZZARD is the most practical freezer in use 
because it is convenient, compact in size, uses smallest 
amount of ice and salt, runs easily, freezes quickly, pro- 
duces smoothly frozen creains or desserts with ‘ittle both 
er and less work 


FY-Cl 
LATA Ola 
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1 Quart. ee 
ae 
i ae ee 
4Quart.... 
Select Your Size, 
Phone 31. 


$2.50 
$2.75 
$3.50 
$4.00 

Then 




















3. Creating desire by describing the product as well 
as the machine 


reason many will plan a camping trip, live simply, 
and get back to fundamentals, and the latter part 
of this month and on into October will see many 
folks getting their equipment ready. So then this 
page from the July number of The American Eagle, 
published by the American Hardware Stores, Bridge- 
port, Conn., strikes a responsive chord in the heart 
of the fall vacationist. 

It is a dandy page, full of interest, and creating a 
desire to buy. The fine illustrations and pertinent 
text, together with the neat layout, go to make up a 
page which is easily one of the most valuable in 
the July issue. 


THE AMERICAN EAGLE 


CANOE &RATS——o—CAMOE PADDLES—o——CANOE SAILS -—o-—CANOE REPAIRS 








VACATION DAYS 
In the Mountains over the 
Roads 


—— 


——o——F LIES 


YOUR VACATION 
We wager that no matter where your vacation 
takes you, we have something that will add to 
all its pleasures 


——°——$4IVHO dWVO 


-HOOKE 





In the Mountains camping, we have tents, packs, 
outfits and equipment that take all discomforts 
-from camping; making it one grand pleasure. 


vver the Roads touring, you will enjoy Republic 
Tires. Confidence that tires will not trouble you 
will add joy to every trip. There are many items 
of touring equipment to give greater comfort 
and pleasure 


By the Seashore bathing in Spalding’s 1918 style 
suits you will add to swimming accomplish- 
ments These suits please your vanity and sv 
make for more pleasure 


RODS——o——F'SHING REELS -—o- 


\cross the Lake boating or canoeing you will want 
pillows and seats for extra comfort. Canoeing 
for pleasure means Old Town Canoe and the 

By the Seashore proper paddles 
Up the Streams fishing for big or little fish don't 
forget that you need tackle that’s fit for fishing. 


—— 
SNISVG ONIGTOI——°——LawOnE ONIGTOI——°——-S DV ONIGAGSTS 


FISHING RODS——o——CASTING 


Across the Lakes 


Up the Streams 








BATHING CAPS——o——BATHING SHOES——o—— 











4. A vacation appeal good for Fall days 


Hardware Age 


Don’t cut short your vacation ad talk just yet, 
There’s more business to be had in vacation supplies 
for some few weeks to come. 


‘*Price’’ and ‘‘Value’’ and Cream 
Separators 


No. 5 (2 cols. x 8 in.). 
HE White & Parker Hardware Co., Murdo, S. D., 
sent us this De Laval cream separator ad, and a 
well displayed and carefully written ad it seems 
to be. 
Price and value are shown up in their true rela- 
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THE NEW DE LAVAL 
Is The Cheapest Separator To Buy 
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In choosing-a cream separator you should be care- 
ful not to confuse “Price’’ and “Value.” ‘Price’ is 
what you put intoa separator. ‘‘Value” is the amount 

and quality you get out of it 


Gow OwWter Bx. 
pect More Froma 


DE LAVAL 


More Cream 
Longer Wear 
Better Service 
Better Value 


AND THEY 
GBT IT 


The terms on which we sel] a New De Laval are 
liberal. The wach{ne will pay for itself out of its own 
savings. Come in before you buy—we’ll be glad to talk 
it over with you. 


WHITE & PARKER HDW. €O. 
Murdo, South Dakota 
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Buy War Saving Stamps 
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5. Good talk on cream separators 


tion, and we fancy the farmer won’t be quite so 
one-sided on the price question after reading this 
announcement. 

Noteworthy among the statements made in this: 
ad are the selling terms and the sales thought that 
the separator will pay for itself out of its own sav- 
ings. 

In concluding, we would call attention to the highly 
attractive border used on this ad, a border that is 
useful as well as ornamental. We would like to 
see every hardware ad in the land encased in 4 
W.S. S. border. 


The McKinnon Chain Co., Tonawanda, N. Y., will 
make an extensive addition to its plant at Fremont 
Avenue and the Erie Railroad. 


The Barcalo Mfg. Co., manufacturer of iron and 
brass beds, Buffalo, N. Y., will build an $8,000 addition 
to its plant at Louisiana and Republic streets and the 
Erie Railroad, for the manufacture of specialties. 


Reading matter continues on page 82 
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No. 1715 Improved Peerless Storm Sash 
Hanger 


OU can hang a sash easily and quickly 

from inside the building with this 
hanger because the angle on the hook and 
on the head of the eye guides the eye up 
and over the hook. 


CR * 


* F iil 


Sash being hung or removed need not be 
held far from the building, and this obviates 
much inconvenience and danger. 


Furnished in Japanned and STANLEY 
Sherardized finishes, these hangers hold 


No. 1715. For cleaning or ventilation the use Storm Sash snugly to the frame and prevent 


of Stanley Peerless Storm Sash Hangers rattling and drafts. 


STANLEY 
Peerless Storm Sash 


makes the ordinary hard job easy. 


Hardware 


you told your customers that you had 
devices that save tons of coal they'd 


No. 1718 Stanl P b be 
Storm Sash Fasteners of crowd around to investigate. 
Wrought Steel. This shows 


trates "how it holds a = You can tell them truthfully that Stan- 
“wy ley Peerless Storm Sash Hangers and 
Fasteners hold windows tight shut, pre- 
vent drafts and conserve fuel. For venti- 
lation or window washing, this hardware 

also gives splendid service. 


Feature this line and you will enjoy 
large sales this year. 


Catalog prices and information will be sent on 
request. Write today. 


THE STANLEY WORKS 


NEW BRITAIN, CONN., U. S. A. 


NEW YORK CHICAGO 


100 Lafayette Street 73 East Lake Street 
No. 1719. Made in 2 lengths: 
5 in. for windows 4 ft. high 
and smaller; 10 in. for win- Manufacturers of Wrought Bronze and Wrought Steel Hinges and Butts 
dows over 4 ft. Made in of all kinds, including Stanley Ball Bearing Butts. Also Pulls, Brackets, 
Japanned and STANLEY Chest Handles, Peerless Storm Sash Hangers and Fasteners; Screen Win- 
Sherardized finishes. This dow and Blind Trimmings; Twinrold Box Strapping, and Cold Rolled Strip 
holds window open safely Steel. 
for ventilation or cleaning. 
When closed, the window is Stanley Garage Hardware is adaptable for factory and mill use. 
closed tight. 
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NEW GOODS AND NOVELTIES 


Products Being Placed on the Market 
by Hardware Manufacturers 


Weather Strip 


As a help to gain protection against 
the coming winter, James H. Rhodes 
& Co., 153-159 W. Austin Avenue, 
Chicago, Ill, offer the Rhodes Red 
Muffler Weather Strip. 

Red Muffler Weather Strip is a 
high-grade felt, closely woven, im- 
pervious to wind, and very durable. 

Wherever doors or windows do not 
fit snug, it is valuable, it is asserted, 
to save fuel and insure comfort. 
Wherever floors and sills have pulled 
apart, Red Muffler Weather Strip 


| Red Muffler 


- Weather Strip 


é 





stops the crevice. For cupboard 
doors that stand ajar—to make ice 
go further in refrigerators—to pro- 
tect walls and sills from swinging 
doors—to silence the noise of opening 
and shutting doors adjoining the sick 
room—to protect furniture from 
bruises—to make garage doors and 
windows storm-tight—to make the 
poultry house and other outbuildings 
comfortable—to stop squeaks and 
rattling about the automobile and its 
winter top—these are a few of the 
many uses for Red Muffler Weather 
Strip. 

Any woman can put on Red Muf- 
fler Weather Strip with a hammer 
and tacks, it is announced. Simply 
start at one corner, lay the weather 
strip so that it will not cramp when 
the door or window is moved, tack 
every few inches, using a medium 
size of ordinary carpet tacks. 


Reflecting Oil Heaters 


The Pittsburgh Lamp, Brass & 
Glass Co., Pittsburgh, Pa., is market- 
ing “Success Heaters” of one, two and 
three-burner size. No. 8, illustrated 





Success Heater No. 8 


Reading matter continues on page 84 





here, is 22 in. high; oil capacity 6 qts. 
List price, each, $13; per dozen, $156. 

The manufacturers say “Success” 
Oil Heaters were designed to supply a 
demand for an efficient, economical 
heating element for individual room 
heating. Built like a gas stove, they 
are the only oil heaters utilizing the 
well-known heating principle of reflec- 
tion. Portable, and can be easily car- 
ried from one room to another. They 
are made of blue steel with a hand- 
some lustro copper-coated reflector 
back and bottom. They are attractive 
and harmonize with any surroundings. 
The sides are perforated and double 
air chamber at the top provides an 
abundance of pure, hot air continually. 
An air space beneath the bottom re- 
flector keeps the reservoir compara- 
tively cool all the time. The heaters 
are odorless, the combustion is said 
to be perfect and the fumes are en- 
tirely consumed in the chimney. 
Furthermore, they are economical— 
the two-burner size will heat a room 
12 x 14 ft. for 15 hr. on a gallon of 
oil, it is claimed. The oil reservoirs 
are made from lead-coated steel and 
the burners entirely of brass. The 
bottom reflector and perforated front 
are hinged so that when reflector is 
raised the oil reservoir is exposed and 
can be refilled without removing from 
heater. The chimneys are made from 
Heat Resisting Glass—a special glass 
which various changes of temperature 
do not readily affect. 


Star Vibrator 


The Fitzgerald Mfg. Co., Torring- 
ton, Conn., has placed on the market 
an electric vibrator said to be of high 
grade material and simple operation. 





Vibrator ready for use 


It is constructed to operate on alter- 
nating current at 100 volts. Three 
applicators are furnished with each 
vibrator: vacuum cup, hair and scalp 
applicator and hard ball for great 
vibration. They sell at 50c. each. 
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The vibrator is useful, it is assert- 
ed, in promgting healthy circulation 





Scalp treatment 
and eliminating congestion, relieving 
headaches and insomnia, in building 
up a good complexion, and the treat- 
ment of various disorders. It is used 
by women for toilet purposes and by 
men after shaving. 


Colonial Knob 


P. & F. Corbin, New Britain, Conn, 
have added to their line their No. 
1963, 1% in. brass or bronze knob 
with slender shank and 2 in. rose, 





No. 1963—Knob and rose 


made in the same outline as a hand 
wrought knob and rose, which were 
high in favor in early Colonial days. 
It is especially suited for the inside 





Showing shank 


doors of Colonial and Dutch Colonial 
homes. 

The screws which attach the rosé 
to the door are concealed in a recess 
beneath the end of the knob shank. 
The spindle is 3/16 in. in diameter 
and is not adjustable. The thickness 
of the door must be known properly 
to fill an order. 
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There Is Golden Opportunity 
For the Hardware Merchant 


IN EVERY BOX HE SELLS OF 


Garage Door Hardware 


One set installed in your community will surely sell 
many others. Every garage owner who sees ‘‘Slide- 
tite’’ in use wants it on his garage. Every user of 
“Slidetite’”” recommends it to his neighbors and 
friends. It needs only to be demonstrated to sell. 


WHY? 


‘Slidetite’’ embodies more advantages for the garage 
user than any other style of garage door hardware 
made. 

Simple to install, easy to operate, readily adjustable. 
Doors can't sag, stand where you open them without 
locks or holders. Close weather tight. Add to the 
appearance of the building. 


Made in styles and sizes to fit any garage, public 
or private. 


‘*Slidetite’’ gives satisfaction to the 
user and profit to the dealer. 


Write for particular information and prices 


Richards Wilcox Manufacturing (0 / EB 


senruamcence Aurora, ILLinois, USA. rina yt a oe 


cascane Richards-Wilcox Canadian Co,Ltd.London ,Ont 
“Ahanger for any door that slides" 
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Overnight Bag 


For the business woman or, in fact, 
any woman who travels there is no 
gift more acceptable or better appre- 
ciated than the “overnight bag.” It 
was designed particularly for use on 
business trips entailing an overnight 
stay and for week-end visits. 

This handsome, convenient and 
compact traveling accessory for 
women is just large enough to hold 
a nightgown, shirtwaist and a few 
other small articles. Fifteen toilet 


son, is easy to get into and keeps 
the license dry and clean. It also 
serves as an ideal carrying place for 
matches. 


Service Shaving Sets 


United States war service regula- 
tions require a shaving outfit, and 
the soldier and sailor must provide 
his own razor. The new Gillette U. 
S. Service Set is the shaving outfit 
that fulfills every need of Uncle 
Sam’s boys, the makers declare. 
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Overnight bag 


necessities made of ivory pyralin are 
fitted inside the cover. The case is 
made of high grade fabrikoid, a 
pyroxylin coated leather substitute of 
great durability. This material is 
quite as beautiful as leather; is 
water, dirt, grease and stain-proof 
and can be kept immaculate with 
soap and water. 

The case is lined with either fabri- 
koid or cloth of a harmonizing color. 
It is made by the E. I. du Pont de 
Nemours Co., Wilmington, Del. 


Keep Your License Dry 


If you are a hunter or fisherman 
you know the problem of carrying 
your license, which is usually a mere 
“scrap of paper.” When carried in 
the clothing, it is often hard to find 
when wanted. It gets wet, soiled, torn 
and wrinkled and the printing or 
writing soon becomes illegible. Here 
is a convenient, inexpensive holder. 
which attaches to the belt and can 
be made by anyone in a few minutes. 
The holder is made of fabrikoid, 
which is an absolutely water and dirt 
proof material. 

Get a piece of fabrikoid about 8 in. 
long by 3 in. wide; double it in the 
center and sew up the edges to form 
the pocket. Across the top of the 
pocket sew on two or three common 
snap fasteners for closing the pocket. 
Above the snaps cut a horizontal slit 
for a pocket opening and protect it 
with a flap, to keep out the rain and 
dirt. Two vertical slots in the upper 
half of the material permit the belt 
to pass through. 

The holder lies flat against the per- 


It is constructed with a metal case 
—built to withstand the roughest 
handling. An indestructible mirror 
fits snugly in the lid of the case. 
Thumb tacks for securing the mirror 
for use regardless of surroundings 
are included. Size complete, 4 in. 
long, 1% in. wide, % in. thick. Slips 

















U. S. service set 


into the breast pocket of the coat or 
shirt, takes up no room in the soldier’s 
kit or the sailor’s ditty box. Regular 
Gillette blades used with this set. Re- 
tail price, $5. 

In roll case of U. S. Regulation 
khaki is a compact Gillette set to slip 
into the soldier’s pocket or pack. Gil- 


Reading matter continues on page 86 
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Khaki set 


lette Safety Razor and metal blade 
box containing 12 double-edged Gil- 
lette blades. Indestructible Trench 
mirror inside pocket. Razor and blade 
box nickel-plated. Size of set com- 














SCs 
No. 18—Military set 





plete—4% in. long, 2 in. wide, %4 in. 
thick. Weighs next to nothing and 
takes no room. Retail price, $5. 
For Uncle Sam’s officers, there is a 
Gillette Combination Set, in case of 
U. S. Regulation Khaki—nickel-plated 
Bulldog Razor, indestructible trench 
mirror fitted in pocket in lid; shav- 
ing brush and stick Gillette shaving 
soap in nickel-plated holders; nickel- 
plated blade boxes, 12 double-edged 
Gillette blades. Retail price, $7. 


Publications 


The Columbian Crew, successor to 
“Salesmanship of the Columbian 
Crew,” appeared for July in a new 
size and with a cover in colors. It 
measures 7% x 5% in. and is attract 
ively printed and illustrated. It is 1s 
sued by the Columbian Rope Co., Au- 
burn, N. Y., which offers cash for 
suitable photographs. 
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OUR NEW 


Hay Rack and 
Wagon Bed 
Hardware 





which sells fast at interesting profit 
for you dealers—and stays sold — 


WILL BE ANNOUNCED 


In an Early Issue of “Hardware Age” 





LOOK FOR IT—IT WILL PAY YOU 


ALLITH-PROUTY CO. 


DANVILLE, ILLINOIS, U. S. A. 


Boston Chicago New York Los Angeles Philadelphia San Francisco 





Door Hangers and Tracks, Spring Hinges, Rolling Ladders, 
Fire-Door Hardware, Overhead Carriers, Hardware Specialties 


Catalogs, Blue Prints or Special Information Promptly Furnished 
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Notes of the Retail Hardware Trade 


Avoca, MINN.—Adams & Schrantz, who operate a branch 
store at Slayton, have opened a store. Among the lines 
handled are electrical washing ma- 


BERRYVILLE, ARK.—The Carroll County Hardware Com- 
pany has taken over the stock of the Walker Hardware & 


Lumber Company, consisting of a line of automobile acces- 
sories, belting and packing, electrical household specialties, 
kitchen house furnishings, washing machines, etc. 


Moscow, IpAHO.—The hardware stock of Orton W. Beards- 
ley, known as the Empire hardware store, has been sold to 
Herman Kelinowski, who requests catalogs on hardware. 


BELVIDERE, JLL.—William W. Ray & Son request catalogs 
on automobile accessories. 


GALESBURG, ILL.—Sauter Bros. & Dixon are enlarging their 
store and adding a line of automobile accessories. 


SEATON, ILL.—Amy & Constant are purchasers of the stock 
of R. J. Seaton. 


HAGERSTOWN, IND.—The Stanley Hardware has commenced 
business here, dealing in the following, on which catalogs 
are requested: Automobile accessories, baseball goods, bath- 
room fixtures, belting and packing, bicycles, buggy whips, 
builder’s hardware, building paper, children’s, vehicles, churns, 
cream separators, crockery and glass, cutlery, dairy supplies, 
dog collars, electrical household specialties, fishing tackle, 
furnaces, furniture department, galvanized and tin sheets, 
gasoline engines, hammocks and tents, harness, heating 
stoves, heavy farm implements, heavy hardware, home bar- 
bers’ supplies, iron beds, kitchen cabinets, kitchen house fur- 
nishings, linoleum, lubricating oils, mechanics’ tools, oilcloth, 
paints, oils, varnishes and glass, plumbing department, poul- 
try supplies, prepared roofing, pumps, ranges and cook stoves, 
refrigerators, sewing machines, shelf hardware, silverware, 
sporting goods, toys, games, wagons, buggies and washing 
machines. 


NEWBuwRG, IND.—Frank A. Keller has opened a store, carry- 
ing a line of automowile accessories, cream separators, heavy 
hardware, lubricating oils, shelf hardware, wagons and 
buggies, etc. 


CorwiTtH, Iowa.—F. L. Applegate, successor to J. J. Page, 
requests catalogs on the following items: Automobile acces- 
sories, bathroom fixtures, belting and packing, bicycles, 
builders’ hardware, building paper, churns, cream separa- 
tors, cutlery, dairy supplies, dynamite, electrical household 
specialties, fishing tackle, furnaces, galvanized and tin sheets, 
gasoline engines, hammocks and tents, heating stoves, iron 
beds, lubricating oils, mechanics’ tools, paints, oils, var- 
nishes and glass, plumbing department, poultry supplies, 
prepared roofing, pumps, ranges and cook stoves, shelf hard- 
yare, silverware, sporting goods, tin shop and washing ma- 
chines. 


Harris, Iowa.—The R. A. Nack stock has been sold to 
the Sowles Hardware Company. 


HarTLEY, Towa.—G. E. Hiner, the new owner of the stock 
of E. B. Messrs & Son, requests catalogs on belting and 
packing, buggy whips, cream separators, gasoline engines, 
heavy farm implements, heavy hardware, lubricating oils, 
poultry supplies, wagons, buggies and washing machines. 


PersIA, Iowa.—William Burmeister has bought the Yea- 
man hardware business. 


TITONKA, Iowa.—E. L. Hansen has succeeded to the busi- 
ness of Hansen Brothers. 


VAN MetTER, Iowa.—White & Fisher have disposed of their 
stock to O. V. White, who requests catalogs on the follow- 
ing: Baseball goods, buggy whips, builders’ hardware, chil- 
dren’s vehicles, churns, cream separators, crockery and 
glass, cutlery, dairy supplies, dog collars, electrical house- 
hold specialties, fishing tackle, furnaces, furniture depart- 
ment, galvanized and tin sheets, hammocks and tents, har- 
ness, heating stoves, heavy hardware, home barbers’ sup- 
plies, iron beds, kitchen cabinets, kitchen house furnishings, 
linoleum, lubricating oils, mechanics’ tools, paints, oils, var- 
nishes and glass, poultry supplies, ranges and cook stoves, 
refrigerators, sewing machines, shelf hardware, silverware, 
sporting goods, tin shop, toys, games and washing machines. 


West Liperty, Iowa.—The P. & E. 
has bought the stock of Schwartz Bros. 
on hardware, granite ware, etc. 


Hardware Company 
Catalogs requested 


WoopsurNn, IowA.—Forster & Son have added a stock of 


hardware. 


SHARPSBURG, Ky.—Grimes & Stone have succeeded to the 
business of Utterbach & Grimes. The purchasers request 
catalogs on buggy whips, builders’ hardware. building paper, 
churns, cream separators, cutlery, dog collars, dynamite, 
fishing tackle, furnaces, harness, heating stoves, heavy farm 
implements, heavy hardware, home barbers’ supplies, kitchen 
house furnishings, lubricating oils, plumbing department, 
prepared roofing, pumps, ranges and cook stoves, shelf hard- 
ware, silverware, wagons, buggies and washing machines. 


Fow.er. Micu.—Joseph Bower, purchaser of the stock of 
Baldwin Bros., requests catalogs on the following: Automo- 
bile accessories, belting and packing, bicycles, buggy whips, 
builders’ hardware, building paper, churns, cutlery, dog col- 
lars. fishing tackle, furnaces, gasoline engines, heating stoves. 
linoleum. lubricating oils, oil cloth, poultry supplies, prepared 
roofing, pumps, ranges and cook stoves, shelf hardware, sil- 
verware, wagons, buggies and washing machines. 

Dahle engaged in the 


ANNANDALE, MINN.—Anton has 


hardware business here. 


store of F.’T. Osborn. 


1 household specialties, 
chines, belting and packing, etc. 


Bic BEND City, MINN.—H. J. Thorsland has engaged in 
the hardware business. 


ERSKINE, MINN.—The Gulbranson & Son stock is 
owned by the Erskine Hardware Company. 


now 


SEAFORTH, MINN.—Norelius & Sivanstron have sold out 


to Footh Bros. 


BURLINGTON JUNCTION, Mo.—Corken & Yaple have moved 
their stock of hardware and implements to a new location. 


Conway, Mo.—J. W. McMenus has purchased the hard- 
ware business of Manning Brothers. Catalogs requested 
on farm machinery and vehicles. 


New LONDON, Mo.—Lester Rosser has disposed of his in- 
terest to his partner, G. E. Yager, who requests catalogs 
on a general line of hardware. 


CHADRON, NeEs.—Schwabe Bros. have disposed of their 
stock of implements, etc., to C. E. Chamberlain. 


BROKEN Bow, OKLA.—The Broken Bow Hardware Com- 
pany has been succeeded by Robertson & Prince. 


WAPANUCKA, OKLA.—S. O. Youngblood has opened a store 
here under the name of the Arcade. He requests catalogs 
on belting and packing, bicycles, buggy whips, building pa- 
per, children’s vehicles, churns, crockery and glass, cutlery, 
dog collars, electrical household specialties. fishing tackle, 
furniture department, hammocks and tents, harness, heating 
stoves, heavy farm implements, iron beds, kitchen cabinets, 
kitchen house furnishings, linoleum, ranges and cook stoves, 
refrigerators, sewing machines, shelf hardware, silverware, 
sporting goods, wagons and washing machines. 


Futon, S. D.—The A. E, Jackson stock has been damaged 
by fire. 


FuttTon, S. D.—The John W. Tuthill Lumber Company, 
which recently suffered a fire loss, is erecting a new store 
building to replace the one burned. The firm expects to be 
occupying its new building about Oct. 1. Catalogs requested 
on buggy whips, builders’ hardware, cream separators. cut- 
lery, dairy supplies, fishing tackle, galvanized and tin sheets, 
heating stoves, heavy hardware, linoleum, lubricating oils, 
mechanics’ tools, paints, oils, varnishes and glass, pumps, 
ranges and cook stoves, shelf hardware, silverware, tin shop 
and washing machines. 


Hecia, S. D.—John 
E. Scott and Company. 


Christensen has sold his stock to J 


YANKTON, S. —C. J. Martin has bought the hardware 


MT. PLEASANT, Tex.—S. C. Roper has acquired the in- 
terest of Mellie Rogers in the hardware firm of Rogers & 
Roper. He will continue the business under his own name. 


BRATTLEBORO, VT.—Robbins & Cowles, Inc., 126 Main 
Street, has been incorporated with a capital stock of $50,000. 
The concern’s business is both wholesale and retail. 


‘BERKLEY, Va.—W. J. Luke & Co. are erecting a new store 
building at the corner of Wilson Road and Hodges Avenue 
They request catalogs on bicycles, whips, cutlery, tools, 
harness, washing machines and tractors. 


PRESCOTT, WASH.—R. B. Smith, dealing in hardware anid 
furniture, has recently suffered a fire loss. 

WEIRTON, W. Va.—The Weirton Hardware Company is 
now under new ownership and management. The former 
owners have disposed of their stock to J. Block and 
Marantz Bros. The firm name will remain unchanged, and 
catalogs are requested on furniture. 


ELTON, Wis.—The Elton Hardware Company has estabh- 
lished itself in business, handling a stock of the following: 
Automobile accessories, bicycles, buggy whips, building pa- 
per, children’s vehicles, cream separators, cutlery, fishing 
tackle, gasoline engines, hammocks and tents, harness, heat- 
ing stoves, heavy farm implements, lubricating oils, mechan- 
ics’ tools, oilcloth, paints, oils, varnishes and glass, poultry 
supplies, prepared roofing, pumps, ranges and cook stoves. 
sewing machines, shelf hardware, sporting goods, tin shop 
and washing machines. Catalogs requested. 


RIDGELAND, Wis.—M. Grover has purchased a hardware 
stock here, consisting of the following, on which catalogs 
are requested: Automobile accessories, baseball goods, belt- 
ing and packing, bicycles, buggy whips, builders’ hardware, 
building paper, children’s vehicles, churns, cream separators, 
crockery and glassware, cutlery, dairy supplies, dog collars, 
dynamite, electrical household specialties, fishing tackle, fur- 
naces, furniture department, galvanized and tin sheets, gaso- 
line engines, hammocks and tents, harness, heating stoves. 
heavy farm implements, heavy hardware, iron beds, kitchen 
cabinets, linoleum, lubricating oils, mechanics’ tools, oilcloth, 
paints, oils, varnishes and glass, plumbing department, poul- 
try supplies, prepared roofing, pumps, ranges and cook 
stoves, refrigerators, sewing machines, shelf hardware, silver- 
ware, sporting goods, tin shop, toys, games, wagons, buggies 
and washing machines. 


Reading matter continues on page 88 
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